U {o- a 


JAN ’ 
ur LAR FIFTY-NINTH YEAR OF CONTINUOUS SERVICE 

















| Sumi i z) Tm al 








OT PPO 








umber I 


| —— New York and Chicago Thursday, January 7, 1926 Single Caples 25 Gens 

















The Peak Load 


8b 


To maintain his maximum Peak Load of produc= 
tion, and thus derive the utmost income from his 
work, the Fieldman needs every reasonable Home 
Office aid—quick decision on applications, quick 
issuance of policies, quick handling of beneficiary 
changes, quick making of loans, and, above all else, 
immediate payment of death claims. Add to these a 
comprehensive Saies Help Service, such as Home 
Office publications and literature. 


This Company is unexcelled in these various serv= 
ices. And it is constantly making improvements. 


We have places for men and women who are content A Progressive SURETY and CASUALTY Company 


with nothing less than the best in life insurance. 


The Penn Mutual Life Insurance Company 
PHILADELPHIA, PA. 


Organized 1847 








Henry W. Ives & Company 


INCORPORATED 1910 


75 FULTON ST., NEW YORK 
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UNDERWRITING MANAGERS for 
THE UNITED STATES and CANADA 


FOR 
RAIN INSURANCE EXCESS COMPENSATION 


CASUALTY COVERS 
OHIO MILLERS 


MUTUAL FIRE INS. CO. | Security Mutual Casualty Co. 


OF CHICAGO 





Canton, Ohio 
Assets $7,643,424 
Surplus $2,410,000 





ASSETS $800,000 


ZURICH 


General Accident & Liability 
Insurance Company, Limited ALL FORMS 


Surplus $400,000 Surplus and Reserve $6,862,460 


PETE TEETH tee 


STRONGEST CASUALTY 
HEAD OFFICE, Chicago EASTERN DEPT., New York COMPANY IN AMERICA 
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“If anybody doesn’t think that life insurance is good, just let 
him die without it once—that will convince him!’’--Will Rogers. 


TWO REASONS 
FOR APPLYING FOR LIFE INSURANCE 


WHAT IS LIFE INSURANCE? 


insurance 1 n agreement between men a : 
ere or ee LS, ——, | -The cost of lite insurance is lower than eve1 
which they so distribute gst themselves the NUS Pre lagh SOL ; , 1; 
Mic Ch betore in history. It has decreased in net cost while 
fortunes of life and the calamity of early death that verything else has increased. 
the full force of misfortune and some ot the worst con The New York Life Insurance Company in 1926 
sequences of premature death are minimized for the will increase its dividend scale for the fifth suc- 
si sa I - sak ; cessive time reducing by just that much the 
individual because they are shared by all; but in such cost of life insurance to policyholders. 
re ‘ ron tion that the burden and loss and suf < ‘ . : : 
mall proportions hee 2—-But to you who are reading this advertisement, 
fering are scarcely felt by any. the cost of life insurance increases every year that 
. ar oe vou defer taking it, for the simple reason that your 
It has been well said that if the principles of life age increases. 
insurance were fully accepted “every family would The New York Life alone was obliged to decline 


over 20,000 applications for life insurance in 


m J yme, every child would be properly ’ 
own its own home, ( 1 ) properlh hee sian ie wont Fae. 


educated, every old person would be in comfortable 


circumstances, every business would be safe, every Do not delay insuring your life. YOU CAN GO 
credit would be good and everyone would have a TO WORK EVERY MORNING HAPPY AND GO 
savings fund.” TO SLEEP EVERY EVENING WITHOUT WOR- 


RY, IF YOU HAVE A POLICY IN THE NEW 
YORK LIFE INSURANCE COMPANY. 


‘‘There is one thing that is stronger than armies, 
an idea whose time is come.’’ 





NOT A COMMODITY, BUT A SERVICE 


New York Life Insurance Company, DARWIN P. KINGSLEY, 
346 Broadway, New York City. President. 






















ALES resistance is practically | 

eliminated in presenting our new | MEN 
Insured Savings Contract which 
matures either for cash or a non- 


WHO 
THINK 


taxable 5% income bond, cashable 


on demand at par. 


Our line of modern policies, with 


annual, semi-annual, quarterly or they are built for speed and endurance 

monthly deposit of premiums, will and can qualify for general or state agency 

appeal to your clients. work, will find it to their advantage to 
Good openings for dependable communicate with 


fieldmen in California, Oregon, 
Texas, Oklahoma and_. other 


Western States. | THE LIBERTY LIFE 
CALIFORNIA STATE LIFE ||} INSURANCE COMPANY 


J. R. Kruse, President | Liberty Life Building, 
SACRAMENTO 


Topeka, Kansas. 
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ECONOMISTS DISCUSS UNEMPLOYMENT INSURANCE 


Metropolitan Only 


Awaits Necessary Legislation to Start Writing 


-—Clothing Workers’ Experience 


Wg HE discussion of unemployment insurance at 
=< . . 7 e . 
Mt =the section of the meeting of the American 





Economic Association held under the chair- 
manship of R, H. Blanchard of Columbia 
University brought the exponents of the 
plan only a little nearer to a solution than 
The subject is so 
As yet the 


they were a year ago. 
wide that there is still room for years of research. 
plan is in the very early experimental stage; and while ex- 
perience has been generally favorable, the ground is far from 
solid footing. The same features which have always been in- 
sisted upon, were once more the subject of emphasis, the im- 
portance of prevention instead of relief, the necessity of the 
worker paying the entire amount of the insurance, and the 
need for stabilization in the industries. 

R. A. Hohaus, assistant actuary of the Metropolitan Life In- 
surance Company, was the chief speaker at the section meeting. 
The topic chosen by Mr. Hohaus was “Unemployment Insur- 
ance from an Actuarial Point of View.” He reiterated the an- 
nouncement, made two years ago, that. “the Metropolitan Life 
was ready to write unemployment insurance as soon as proper 
legislative measures could be enacted.” 
mainly of an outline of the work done by the Metropolitan in 
this new field in the way of figuring costs and working out 
underwriting principles. 

The other main speakers -of this section were Leo Wolman 
of the New School for Social Research, and B. M. Squires, 
chairman of the Trade Board of the Men’s Clothing Industry, 
Mr. Wolman spoke on “The Allocation of Cost,” 
while Mr. Squires told of the experience in the Men’s Clothing 
Industry in Chicago with regard to unemployment insurance. 


His speech consisted 


Chicago. 


* According to Mr. Wolman, of the various problems confront- 
ing unemployment insurance, the economic one is the biggest. 
He questioned the feasibility of building up a system of unem- 
ployment insurance without a long period of accumulation of 
funds with public co-operation. 

Following the regular speakers, Mr. Blanchard called on 
various others whom he had asked to address the meeting. Dr. 
Herman Feldman, of Dartmouth College, assistant professor 
of industrial relations at the Amos Tuck school, taking up the 
subject, spoke on the “Possibility of Prevention of Unem- 
ployment.” He struck what proved to be one of the keynotes 
of the afternoon’s discussion in insisting that what was needed 
was the regularization or stabilization of employment. In try- 
ing to solve the problem of the costs he instanced features of 
the automobile industry as better cars, lower prices and higher 
salaries to employees, drawing the conclusion that careful 
consideration of waste in industry might lead to the solution 
of unemployment insurance cost problems. 

The note of prevention instead of relief was followed up by 
the next speaker, Dr. Rubinow, the executive director of the 
Jewish Welfare Society of Philadelphia. He also touched 
briefly on the danger attaching to unemployment compensa- 

In the doctor’s mind 
this was a minor one, the main idea being that at present 
neither the rate nor the amount could be figured too closely 
so as to put it into the law as the British did, without leading 
to failure of the scheme. 


tion, then going on to the rate question. 


Other speakers were Sidney Hillman, president of the Amal- 
gamated Clothing Workers; Dr. Morris Kolchin, connected 
with the Unemployment Insurance Fund of the Cloak, Suit 

(Centinued on page 29) 
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Actuaries’ Opinions on the American Men Mortality 
Table as a Legal Valuation Standard 


for Life Policies 


(Continued from previous issue) 


HE question as to whether the American Men Mortality 
Table should be made permissive as a legal valuation 
standard for life insurance policies has engaged the 
attention of actuaries, Insurance Commissioners and company 
officials throughout the country ever since it was first agitated. 
With a view to learning the real feeling of the companies, 
THE SpEcTATOR has communicated with the leading individuals 
in the field of life insurance endeavor and here, and in subse- 
quent isues, will present the replies received. 
Letters were printed in the issues of Tue Spectator of 
December 3, 10, 17, and 31, 1925. The following are additional 
answers; others will be printed in subsequent issues: 


[To tHE Epitor oF THE SPECTATOR] 

I am in receipt of your letter of, 25th instant asking my views as to 
the proposition of making the American Men Mortality Table a per- 
missive basis for policy reserves in addition to the existing American 
Table. 

The question as I see it has really come up from the angle of 
premiums. There is no direct provision in the New York Insurance 
Laws as to the basis on which premiums shall be calculated, although 
there is the indirect provision in Section 85 of the laws which provides 
that a company which charges a smaller gross premium than the net 
American premium shall be required to put up additional reserves to 
cover the deficiency in premiums. 

In the absence of any direct provision, therefore, as to premiums, it 
may be perfectly proper to approach this subject from the question of 
reserves as the reserves naturally depend upon the premiums. 

Of course, mortality is only one of several items which enter into the 
calculation of premiums, the other items being interest and loading. 

Premiums must, of course, contain a proper provision for mortality, 
for interest, and, in addition, a sufficient margin for conducting the 
business plus a margin to meet such unforeseen contingencies as mor- 
tality arising in times of war and in times of epidemic. 

The American Table may be considered as what is known as an “ulti- 
mate” table of mortality, that is, it makes no provision during the early 
insurance years for the lower mortality due to selection. Apart from 
this feature, the mortality of the life insurance companies is now gen- 
erally much lower than it was years ago when the American Table was 
devised; the American Table does not closely represent the actual mor- 
tality which companies are now experiencing under their existing poli- 
cies. 

The American Men Table is a “‘select” table, that is, it provides for 
lower mortality during the early policy years and it shows the ultimate 
mortality, that is, the mortality after the benefit of selection has worn 
off. 

The net premiums at the younger ages at issue by the American Men 
Ultimate Table are considerably smaller than the net premiums under 
the American Table, but as the age at issue increases, the net premiums 
derived from these two tables do not differ to any great extent. 

Participating companies charging premiums based on the American 
Table are able to adjust the net cost to the policyholders in determining 
dividends, but the non-participating companies—because of the provisions 
of Section 85 above referred to—cannot charge premiums lower than the 
net American premiums without setting up an additional reserve to 
cover the deficiency. 

The question, therefore, while indirectly one of reserves, is directly 
one of premiums. 


e os 
visions thereof. 


There can be no doubt, I think, that a well managed company would 
be perfectly safe in basing its premium rates upon the net American 
Men premiums provided, of course, its premiums contained a sufficient 
margin to cover expenses at the present cost plus sufficient margin to 
meet unforeseen contingencies such as war and epidemics. 

At present Section 88 of the New York Laws provides for surrender 
values based on the American Table; if the American Men Table were 
made permissive, an appropriate change would be necessary in this sec- 
tion. 

One of the great difficulties which would arise if the American Men 
Table were made permissive, would be in connection with the limitation 
of expenses. Section 97.0f the New York Insurance Law limits the 
amount of first year expenses according to a formula which is based on 
excess of premiums charged over net American 3% per cent premiums 
and on certain assumed mortality gains under the American Experience 
Table of Mortality—the gains assumed being 50 per cent the first year, 
35 per cent the second year, 25 per cent the third year, 15 per cent the 
fourth year and 5 per cent the fifth year. The enactment of this section 
in 1906 has been extremely beneficial to policyholders of al) the com- 
panies. If the American Men Table became permissive for premiums 
and reserves, the provisions of Section 97 would probably require to be 
changed ; such a change would be a difficult matter, for some companies 
would doubtless continue to work under the existing provisions of 
Section 97, whereas others would doubtless work under the new pro- 
This fact would practically require the limitation of 
expenses to be more or less the same for each class of company. This 
difficulty is doubtless not insurmountable, but the general opinion, J 
think, would certainly be against any liberalization of the present limi- 
tation of expenses. 

It is suggested that the adoption of the American Men Table for 
premiums and reserves would materially assist the equitable distribution 
of surplus to policyholders. Doubtless the divergence between the actual 
and the expected mortality would be less under the American Men Table 
than under the American Table; a divergence would still doubtless exist, 
and the same questions would still come up in the distribution of surplus 
as come up at the present time. 

Another reason suggested for making the change is that the adoption 
of the American Men Table would do away with some of the objections 
to the Gain and Loss Exhibit and would give a truer meaning to the 
various gains and losses appearing therein so far as they are affected 
by the mortality standards. So long as part of a company’s business 
was on the American basis and part of it on the American Men basis, 
if the results were combined in one Gain and Loss Exhibit, little advan- 
tage would accrue from the adoption of the new table so far as this 
part of the subject is concerned. The only proper method of comparing 
mortality results is on a select basis, that is, age for age and duration 
for duration; unless any method differentiates for recent selection, no 
proper comparisons can be made from the results. 

As I have pointed out above, there are two elements which enter into 
the calculation of net premiums and reserves, first, mortality; second, 
interest. So far as I have seen, only the first of these elements, namely, 
mortality, has been referred to in considering the possibility of changing 
the reserve basis—making the change permissive, not obligatory. 

Section 84 of the New York Insurance Laws limits the rate of interest 
which may be used in reserve calculation to a maximum of 3% per cent, 
and at the present time all companies are, I think, earning at least an- 
other 1 per cent. When this maximum interest rate of 3% per cent 
was determined by the legislature of New York some 25 years ago, 
many thought that 314 per cent was all that could be counted upon in 

(Concluded on page 36) 
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BROKERAGE PEOPLE 

IFE is full of little coincidences 

which are unaccountable but profit- 
able in their results. For some two or 
three weeks we have been watching the 
organization spasms of some New York 
brokers who have sponsored the new 
General Insurance Brokers of Metropoli- 
tan District, Inc. This body seems now 
to be bound for success. We have, at 
the same time, been wondering what its 
field was, and what it could do. Coinci- 
dent with these thoughts we had an ex- 
perience which threw some light upon 
the subject. At a club, the other day, 
we were introduced to a fellow member 
who at the time proclaimed himself a 
civil engineer, but, upon learning our oc- 
cupation, admitted that he was also an 
insurance broker. Interested, we took 
the liberty of questioning him further, 
and thus discovered a few facts which 
seem to us quite pertinent. It developed 
that the family estate was mainly in real es- 
tate, and that our friend and his brother 
were engaged in handling this estate. For 
many years they placed the insurance 
through a personal friend who was a 
broker. Minor troubles constantly de- 
veloped, including the irritation of fre- 
quently finding that the broker had 
failed to forward premium remittances. 
Investigation developed further that the 
friend was as reliable as the ordinary 
broker (these are his conclusions, not 
ours). Therefore, he decided that he 
might as well become a broker himself, 
save the commissions and be in a posi- 


tion to accept such business as sometimes 
came to the real estate office which he 
and his brother maintain. He has become 
interested in the business and intends 
making a thorough study of it. While we 
cannot conclude with him that insurance 
brokers are not reliable as a class, we 
must conclude that there are a great 
many who are not thoroughly trained 
and who do not fully realize the responsi- 
bilities of their profession, While our 
friend was inclined to be lenient in most 
of his expressions on the subject, his im- 
pression was bad. He felt that there 
were many men in the business who are 
not at all conversant with their profes- 
sion, that there is too much running to 
company offices whenever any real prob- 
lem arises. an impression 
like this can get abroad there is plenty 
of work for an organization of brokers. 
It is, perhaps, not a vital problem, but it 
is an important one and deserving of at- 
The suspicion arises that it is 


So long as 


tention. 
much too easy for a broker to get a li- 
cense in the first place. 
also that the companies and agents are 


One _ suspects 


overly lenient in accepting business under 
conditions which make competition for 
the well-posted and thoroughly reliable 
broker more difficult than should be the 
there are 
and the 


conditions 
new 


Evidently 
which need improving 
brokers association has a very real func- 
Those who are inter- 


case. 


tion to perform. 
ested in its formation are to be congratu- 
lated upon their discernment and honest 
desire to effect a reform. 





HE December fire loss in the United 

States and Canada was greater than 
that of any preceding month in 1925, 
having been estimated by the Journal of 
Commerce at $43,275,000. This sum is 
also greater than that of the loss in any 
other month in the last three years, ex- 
cept December, 1924, when the loss was 
$44,476,800. The huge loss in Decem- 
ber last, doubtless due to the very cold 
weather, brought the total for the year 
up to $373,500,550, or within about 
$4,000,000 of the loss in 1924. The 
amount of fire waste in 1925 has only 
been exceeded in four years during the 
last 47 years, one of the four having been 
1906, the year of the San Francisco dis- 
aster, and the others having been 1922, 
1923 and 1924. Although these figures 
do not warrant hope for much, if any, 


5 


underwriting profit on last year’s trans- 
actions, there may be ground for some 
feeling of encouragement because of the 
fact that the 1925 losses are somewhat 
less than in either the three next preced- 
ing years, although burnable property 
values have increased largely in re- 
cent years. These conditions may be 
regarded as an indication that the na- 
tion-wide fire prevention movement is 
bearing some fruit. 





Sees Need of Co-operation from All 
Sources 


Frank L. Jones, president of the National 
Association of Life Underwriters, has sent the 
following important message to THE SPEcTA- 
TOR. 


[To the Editor of Tue Spectator] 

I am pleased to have your cordial letter of 
October fifth. I shall avail myself of the op- 
portunity to call upon you and your company, 
to assist in any way you can and will, to pro- 
mote the interests of life underwriting and the 
underwriters association. The work of the 
president is always heavy and, without friendly 
suggestions and co-operations, the task could 
not be carried forward in a successful manner. 

There are two great movements in life un- 
derwriting to-day that ought to have continued 
support—even a strong urge. These are an 
enlarged co-operation between local under- 
writers’ associations and other social institu- 
tions in their respective communities and, sec- 
ond, a much greater emphasis upon the fact 
that life underwriting is, or at least, should be 
a profession. If we can establish in the minds 
of the public that our professional service in 
social and economic matters is just as efficient 
and necessary as is professional service in 
medicine, law, architecture, religion and edu- 
cation, we shall have an increasingly favorable 
reaction in the public mind. Furthermore, it 
is necessary to stress the professional attitude 
and professional training among underwriters 
themselves. In so doing, they will see the ob- 
ligation that lies upon them to become better 
educated. 

We need to use every possible means of 
publishers, journalists, underwriters’ associa- 
tions and home offices, to pull underwriting up 
to the high plane of other professions, so that 
all underwriters may practice the professional 
attitude in all of their dealings with their 
clients. 

Very respectfully yours, 
FraNK L. Jones, 
President, The National Association of 
Life Underwriters. 


Indianapolis, October 9, 1925. 


Death of I. L. Wilson 


De, Mores, Iowa, December 31.—Ira 
Larkin Wilson,. district! manager for many 
years of the Guarantee Fund Life Insurance 
Association, died Wednesday after a month’s 
illness with pneumonia. He was 49 years of 
age and was widely known in insurance circles. 
He was an authority on life insurance matters 
and had the confidence and respect of the in- 
suarnce people in a remarkable way. He was 
the son of the late S. S. Wilson, for many 
years connected with the Bankers Life. 
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IN FIVE YEARS— 


The Missouri State Life 
HAS 


— increased its life insurance in force 


$261,000,000 


— increased the number of lives insured 


105,000 
$30,000,000 


— increased its Group insurance in force 


$58,000,000 


— increased its Accident and Health annual premium income 


$439,000 


— increased its field organization more than 100 per cent. 


— increased its assets 


— increased its Home Office by the addition of five stories 
NDIC34 
THE COMPANY OF OPPORTUNITIES 
NECN 


MISSOURI STATE LIFE INSURANCE COMPANY 
M. E. SINGLETON, President HOME OFFICE, ST. LOUIS 


or 








aan 



















Januat 


Illinois 


C 


SPRIN 
Louis I 
restrain: 
of the 
Monmot 
to-morr 
the Illir 
Illinois 
Petition 
by eight 
ers Life 
Benton 

A hea 
rary res 
nent wi 
Saturday 

Judge 
order pt 
ing theit 
fied the 
venting 
for rein: 

The p 
Ava D. 
West, Ji 
A. Acht 
August | 
yea, Lou 
Neal H. 
B. Whez 
the Ilin« 
own the 
pany wi 
out of tl 

The Pp 
posed ch 
violates 
ance cod 
pecting t 
old comp 
officers 2 


In his 
ous Ager 
the Equi 
follows 1 


The su 
self, and 
ing tastes 

His apy 
the man 

An off 
ous man 

sent 
to the ha 
and an it 
fluence o1 

The st 
ready at 
measures 
ods must 
paths mu: 
wilized, 
and must 
lems, so ; 
May be TY 








January 7; 1926 


THE SPECTATOR 


Life Insurance 








=———— 


TEMPORARY RESTRAINING ORDER 
GRANTED 


Illinois Bankers Life Meeting Unable to 
Consider Reinsurance Contract 


SpRINGFIELD, Iti., December 31.—Judge 
Louis FitzHenry to-day granted a temporary 
restraining order preventing the policyholders 
of the Illinois Bankers Life Assoication, of 
Monmouth, from considering at their meeting 
to-morrow a contract for reinsurance between 
the Illinois Bankers Life Association and the 
Illinois Bankers Life Assurance Company. 
Petition for the restraining order was filed 
by eighteen policyholders in the I'linois Bank- 
ers Life Association residing in St. Joseph and 
Benton Harbor, Mich. 

A hearing to determine whether the tempo- 
rary restraining order shall be made perma- 
nent will be held before Judge FitzHenry, 
Saturday morning, January 2. 

Judge FitzHenry first issued a restraining 
order preventing the policyholders from hold- 
ing their meeting to-morrow. He later modi- 
fied the order to allow the meeting, but pre- 
venting consideration of the proposed contract 
for reinsurance. 

The petition was filed by T. G. Thompson, 
Ava D. Brown, Paul S. Theron, Andrew L. 
West, John F. Grimm, K. F. Ankli, Gustav 
A. Achterberg, H. W. Banks, Lorn Davidson, 
August W. Zick, L. D. Huber, Albert H. Poll- 
yea, Louis A. King, Henrietta M. Schoenbeck, 
Neal H. Enders, O. L. Brewitz and George 
B. Wheaton, who allege that five direc:ors in 
the Illinois Bankers Life Association who also 
own the Illinois Bankers Life Assurance Com- 
pany will make approximately $150,000 each 
out of the proposed reinsurance plan. 

The petitioners further allege that the pro- 
posed change is an improper conveyance which 
violates certain sections of the State 
ance code whereby the five directors are ex- 
pecting to receive benefits and profits from the 
old company other than their legal salaries as 
oficers and directors. 


insur- 


Adaptability Helps Agents 
In his valuable book entitled “The Prosper- 
ous Agent,” William Alexander, secretary of 
the Equitable Life of New York, speaks as 
follows upon the subject of “Adaptability”: 


The successful agent must be adaptable him- 
self, and must adapt his methods to the vary- 
ing tastes and needs of his customers. 

His appeal to the poor man will not interest 
the man of wealth. 

An offer that will be pleasing to the gener- 
ous man may displease the selfish man. 

A sentimental appeal may not be attractive 
to the hard- headed self-seeking business man, 
and an intellectual appeal may have little in- 
fluence on the man of sentiment. 


The successful agent, moreover, must he 
ready at all times to adapt himself and his 
Measures to changing conditions. Old meth- 


ods must give wav to those that are new. New 
paths must he New devices must be 
uilized., 


blazed. 


He must read the signs of the times, 
and must always be ready to solve new prob- 
as to satisfy every new demand that 
may be made upon him. 


lems, So 





BUSINESS OF 1925 


Life Companies as a Rule Show Large In- 
creases in New Business Written and 
Insurance in Force 

Preliminary figures showing new business 
written in 1925 and other items for a number 
of life insurance companies are presented be- 
low. In general, they indicate excellent prog- 
ress made during the past year: 

Travelers, Hartford.—New paid-for life in- 
surance over $981,300,000 a of over 
$242,500,000; premium income of the three 
companies in the Travelers group, $137,400,- 
000, an increase of about $17,300,000. 

Bankers Life, Des Moines.—New examined 
business to December 28, $167,517,610, a gain 
of over $20,000,000, compared with similar pe- 
riod in 1924. 

Mutual Benefit Life, Newark—New paid- 
for business in 1925 about $253,000,000, an in- 
crease of about $42,000,000. 

Northwestern Mutual Life, Milwaukee —New 
business paid for in 1925 about $347,000,000, 
a gain of nearly $30,000,000. 

Massachusetts Mutual Life, Springfield— 
Business paid for in 1925 about $205,000,000; 
increase, over $15,000,000. 

Columbus Mutual Life, Columbus, O.—New 
business paid for in 1925, $10,726,749, 1024 
$24,619,234: insurance outstanding end of 1925, 
$80,435.382, previous year, $72,296,914. 

National Life, Montpelier, Vt.—New busi- 
ness paid for, 1925, $75,426,293, previous year, 
$62,698,251; insurance in force, December 31, 
1925, $462,130,851, 1924, $421,565,850. 

Franklin Life, Springfield, Ill—New paid- 
for business in 1925, $36,632,919, in 1924, $20,- 
=88,691: insurance in force, December 31, 1925, 
$175,480,2090, 1924, $160,392,555. 

Roval Union Life, Des Moines——New busi- 
ness paid for in 1925, $13,224,317, in 1924, $19,- 
711,007: 


gain 


’ 


business outstanding, December 31, 


1925, about $137,778,008, 1924, $118,031,431. 


Illinois Life, Chicago—New paid-for busi- 


ness in 1925, $26,560,202, 1924, $24,810,745; 
insurance in force, December 31, 1925, $167,- 
160,415, 19024, $157,227,236. 

Connecticut General Life, Hartford—New 


1 


life insurance paid for in 1925, over $226,000,- 


000, gain over $79,000,000; life insurance in 


force, December 31, 1925, over $743,000,000, 
gain over $132,000,000: life premium income, 


ie 


1925, aver $18,300,000, gain, over $3,100,000. 
Farmers National Life, Chicago.—New 
business in 1925, about $0,250.0C0; increase in 


in force, about $4,309,000. 





Trust Life, Chicago.—New business 


022 


naid for in 1925, $21,871,130. previous year, 


$18,766,021: insurance in force, December 31, 
1925, $110,000,000, previous year, $97,419,062. 
Minnesota Mutual Life, St. Paul—New 
business paid for in 1925, $33,237,679. previous 
Decem- 
$121,845,655. 1924, $107,153,708. 
Mutual Philadel phia.—New 
business paid for in 1925, $102,483,000, previous 


end 


vear, $28,815,017; insurance in force, 


ber 31, 1925, 
Provident T ife, 


vear, $06,673,000; insurance outstanding 
7. 5809,000, 1924, $705,356,000. 


of 1925, $757.: 
Mutual Life, Hartford—New 


Connecticu 
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business paid for in 1925, $104,150,000, previ- 
ous vear, $82,830,503; insurance outstanding 
December 31, 1925, $608,808,000, 1924, $541,- 
268,924. 

Equitable Life, Des Moines.—New business 
paid for in 1925, $66,354,000, previous year, 
$62,129,000; insurance outstanding December 
31, 1925, $424,244,000, 1924, $383,590,000. 

Lincoln National Life, Fort Wayne, Ind.— 
New business paid for in 1925, $125,185,000, 
1924, $112,500,000; insurance outstanding De- 
cember 31, 1925, $405,000,000, 1924, $345,000,- 
ooo. 
Midland Mutual, Columbus, O.—New busi- 
ness paid for in 1925, about $13,000,000, in 
1924, $12,087,772; insurance in force, Decem- 
ber 31, about $74,000,000, 1924, $66,514,- 
076. 

Penn Mutual Life, Philadelphia—New busi- 
ness paid for in 1925, $206,370,301, in 1924, 
$195,886,810; insurance in force December 31, 
1925, $1,469,8908,900, 1924, $1,359,840,184. 

Reserve Loan Life, Indianapolis— New 
business paid for in 1925, $18,163,733, in 1924, 
$14,250,434; insurance in force December 31, 
1925, $67,472,792, 1924, $60,066,256. 

Detroit Life, Detroit—New business paid 
for in 1925, about $15,500,000, in 1924, $12,- 
641,000; insurance in force December 31, 1925, 
about $54,000,000, 1924, $46,000,000. 


1925, 


TRAVELERS MAKES BIG GAINS 


Announces Life Premiums of Over Sev- 
enty-Three Million Dollars 

The new paid life insurance of The Travel- 
ers for 1925 was over $981,300,000 or within 
$18,700,000 of one billion. 

This was nearly a quarter million more than 
the paid business of the company in 1924. The 
gain was 32.8 per cent as against the average 
gain for all life companies of 16.7 per cent. 
The latter figure is that given out by the As- 
sociation of Life Presidents, based on figures 
up to December 1. 

The preliminary figures announced on Jan- 
uary I to the field forces of the three Travel- 
ers’ companies follow: 


New life insurance paid for, over $981,300,- 
000; gain over $242,500,000. Paid life pre- 
miums, over $73,770,000; gain over $9,920,000. 
Paid accident and heal h premiums, over $13,- 
0=0,000;: gain over $490,000. Paid liability 
premiums, over $5,400,000; gain over $770,000. 
Paid automobile premiums, over $19,130,000; 
gain over $2,340,000. Paid compensation pre- 
miums, over $20,260,000; gain over $2,170,cO0. 
Paid plate glass premiums, over $870,009; gain 
over $12,000. Paid boiler premiums over $820,- 
000: gain over $72,000. Paid machinery, fly 
wheel and miscellaneous premiums, over $410,- 
000: gain over $27,0co. Paid burglary premiums, 
over $2,140,000. Paid fire, theft, tornado and 
miscellaneous premiums, over $1,500,000. Total 
n income, over $137,400,000; gain over 
$17.300.c00. Total income, over $155,930,000; 
gain over $19,160,000. 


premlu! 


Our leaflet A Legacy for You is a wonder- 


ful help to agents wishing to present insur- 
ance in an attractive, appealing form. 
Send to-day for sample leaflet to The Spec- 


tator Company, New York. 
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Success 
pis 
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Here is an opportunity that is better than any “‘success story’ you 
ever read. It doesn’t depend on lucky accidents, peculiar circum- 


stances or personal favoritism. 

















Due to a desire to open up a new agency in 
BOSTON, where they are not now represented, an 
AGENCY MANAGER who must possess a sales 
past and background, is wanted by an “Old Line” 
mutual life insurance company with Home Office in 


the East. 


Remuneration satisfactory at start with every op- 
portunity to build large renewal account for the future. 
Co-operation from the Home Office in securing and 
developing an agency organization assured. E-very- 


thing possible will be done to make this BOSTON 


agency successful. 


‘he man, in whom we are especially interested, must be an or- 
ganizer and leader of salesmen, as well as a personal producer of 
business. If you think you measure up to this OPPOR- 
TUNITY, write in confidence for information. 


Address ““Amsbry’’—care of The Spectator. 
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A Roof Over Their Heads 

Naturally, every one desires the protection 
of a roof over his head, and the unique leaflet 
carrying the title “A Roof Over Their Heads” 
is sure to attract the thoughtful attention of 
anvone to whom it is handed or sent. 

The first page of this four-page leaflet car- 
ries a picture of a house, with the title under 
it, “A Roof Over Their Heads.” The roof 
consists of a reproduction of the outer fold 
of a life insurance policy carrying the name 
of some particular company and the words 
“Mortgage Policy.’ When the folder is 
opened it discloses a picture of a house on the 
third page, while the action of opening the 
folder lifts an arm marked “Mortgage In- 
surance,” the hand automatically lifting a 
mortgage from the house. The second page 
of this ingenious leaflet, which so graphically 
portrays the payment of a mortgage by a life 
insurance policy, contains a quotation from the 
remarks of a banker to the effect that the 
most unpleasant duty a banker had to perform 
is foreclosing on a mortgage. It then empha- 
sizes the tragedy of a foreclosure as it affects 
a widow, and tells in a few words how the lift- 
ing of the mortgage can be guaranteed by life 
insurance. Above the house on the third page 
is a reference to the old motto, “What is 
home without a mother?” and another ques- 
* tion, the converse of the first, is asked, namely, 
“What about a mother without a home?” An- 
other inscription tells how easily the payment 
of the mortgage can be guaranteed by life 
insurance. On the fourth page may be printed 
any matter desired by the purchaser. Orders 
will be filled by The Spectator Company, pub- 
lishers; prices on application. 


Federal Reserve Life Officers Organize 

TorpeKA, Kan., January 4—The Federal 
Savings and Loan Association of Kansas City, 
Kan., has applied to the Kansas charter board 
for incorporation. This association is being 
organized by the officials of the Federal Re- 
serve Life Insurance Company of Kansas City 
and is to be operated in conjunction with the 
life insurance company. M. G. Vincent, vice- 
president of the Federal Reserve, is to be 
president of the savings and loan association 
and the officers of the savings and loan asso- 
ciation are all active officers of the life insur- 
ance company. 


Toronto Life Underwriters Elect 


The election of officers of the Toronto Life 
Underwriters Association at a dinner last 
month in the rooms of the Board of Trade, 
Royal Bank building, Toronto, resulted in the 
unanimous choice of the following: Norman 
McKibbin, president; G A. German, first vice- 
president, and J. B. Hall, second vice-presi- 
dent. William Triggs, the retiring president 
of the association, was presented with a walk- 
ing stick. Reports showed the organization to 
have increased its membership in the past year 
from 172 to more than 300. 


James M. Leonard Promoted 

James M. Leonard, formerly of the group 
division of the Attna Life Insurance Company, 
has assumed his new duties as agency organ- 
izer for the S. T. Whatley agency at Chicago. 
He will cover the territory outside of Cook 
county but under the supervision of the Chi- 
cago agency. 

Mr. Leonard has made a most enviable rec- 
ord in the division since he has been 
located in Chicago, and has likewise become a 
close student of ordinary life business. His 
work will consist of appointing and working 
with agents reporting through the Chicago 
agency but situated outside of Cook county. 


group 


Cash Dividends Paid in 1926—Prudentia! 
Insurance Company of America 
Orpinary LIFE 


Year Policy Age at Issue 
Was Issued 25 30 35 40 45 50 53 60 
Premium*....18.28 20.80 24.09 28.44 34.30 42.33 53.4068.76 
1919 40 4. 5.44 5.99 6.63 7.45 8.67 10.60 
1920 : : ; 5.74 6.34 7. ; 
1921 ; .e : 5.49 6.06 
1922 3.§ .e : 5.26 5.79 
1923 3. i .60 5.03 5.53 
1924 


20 Payment Lire 
Year Policy de et Age at Issue 
Was Issued 30 35 40 45 

Premium*....26.48 29.11 32.36 36.45 41.72 

1919 .42 5.91 43 7.55 

1920 5. . 6.66 7.21 

1921 .§ ; ; 6.34 6.85 
1922 afi 5. 6.04 
1923 . oe .§ 34 5.76 
1924 34 : 5.48 


20 Year ENDOWMENT 

Age at Issue 

40 45 f 

7.97 50.58 £ 
7 


Year Policy 
Was Issued 25 30 
Premium*....44.84 45.46 46.42 4 
1919 7.91 8.18 8.40 8.62 
1920 oe : 7.98 8.19 
1921 A ; 7.57 7.77 
1922 yf .99 7.20 7.38 
1923 , " 6.82 7.00 
1924 ; .29 6.46 6.63 
1925 
*Premium effective April 15, 1919. 
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CASH DIVIDENDS PAID IN 1926—NORTHWESTERN 
MUTUAL 
Orpinary Lire 
Age at Issue 
0 35 40 45 50 
.31 26.88 31.56 37.82 46.36 5 
02 9.46 10.10 11.23 13.42 
9.28 9.85 10.88 12.83 
9.12 9.62 10.54 12.24 
8.97 9.40 10.19 11.66 
8.84 9. 9.86 11.08 
8.61 8.99 9.58 
8.41 8. 9.30 
8. 9.04 
8. -47 8.80 
a 32 8.57 


Year Policy 
Was Issued 

Premium.... 20.55 28 
1916 
1917 
1918 
1919 
1920 
1921 
1922 
1923 
1924 
1925 


wo 


Dos > oo Se 


20 Payment Lire 


Year Policy Age at Issue 
Was Issued 25 30 35 40 45 
Premium.... 30.63 33.44 36.85 41.10 46.57 

1916 11.04 11.49 12.10 13.09 
1917 10.66 65 12.56 

1918 10.29 3 13 
1919 9.94 

1920 .89 9.60 

1921 54 9.21 

1922 

1923 

1924 

1925 


20 Year ENDOWMENT 


Year Policy Age at Issue 

Was Issued é 30 35 40 45 

Premium.... 48.86 49.57 50.64 52.33 55.15 
1916 .07 14.26 14.31 14.45 14.¢ 9 18.22 2 
1917 3.34 13. 3.67 13.77 14.3 .386 17.42 2 
1918 .63 12.92 13.06 13.13 13.52 14. 5 61 
1919 .94 12.26 7 12.52 12.85 13.72 15.81 
1920 11. : 11.93 12.20 12.92 15.00 
1921 11. 32 11.39 11.62 12. 17 
1922 10.02 10. i 10.88 11.06 .69 13.35 
1923 9.42 9. .20 10.39 10 . 06 54 
1924 8.84 9.21 9.68 9.92 10.05 74 
1925 8.27 8.65 9.17 9.48 9.55 9.94 10.95 
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INSURANCE TEACHERS DINE 
Twenty Leaders in Education Gather— 
Four Distinguished Guests Present 

On the evening of December 30 a dinner 
of teachers of insurance was held at the Co- 
lumbia University Club. There were present 
at the dinner twenty teachers of insurance from 
six institutions, as follows: College of the 
City of New York, George M. Brett; Metro- 
politan Life Insurance Company, J. W. Cun- 
ningham and Herbert Rhodes; New. York Uni- 
versity, Saul B. Ackerman and FE. R. Hardy; 
University of Pennsylvania, S. S. Huebner, G. 
L. A. Arnhein, G. W. Hoffman, C. K. Knight, 
C. A. Kulp, H. J. Loman, E. L. McKenna, 
Robert Riegel! and S. B. Temple 
University, Irvin Bendiner; Columbia Uni- 
versity, Ralph H. Blanchard, Valentine How- 
ell, E. W. Kopf, J. B. Maclean and G. F. 
MacLean and G. F. Michelbacher. 

There were present as guests, Robert P. 
Barbour, United States attorney of the North- 
ern Assurance Company, Ltd.; Frank H. 
Cauty, United States Marine manager of the 
Liverpool and London and Globe Insurance 
Company, Ltd.; W. G. Falconer, president of 
the Norwich Union and Phoenix Indemnity 
Companies, and William M. Graham, second 
vice-president of the Equitable Life Assur- 
ance Society of the United States. Brief re- 
marks were made by the guests and by Dr. 
S. S. Huebner and Mr. Hardy. 

I: is hoped that this may be the first of a 
series of annual gatherings which wi'l result 


Sweeney : 


in a greater feeling of group interest on the 
part of the teachers of insurance, many of 
whom are also teaching other lines or who are 
engaged in the insurance business as their pri- 
mary occupation. There is also a possibility 
of developing acquaintances between teachers 
and execu‘ives which should redound to the 
improvement of insurance education. 


American Bankers Agency Meeting 
The ninth annual Industrial Managers Con- 


ference of the American Bankers Insurance 
Company was held Thursday, Friday and 
Sa‘urday of last week in the Recreation Hall 
at the home office of the company, Jacksonville, 
Ill. The program for the three days combined 
business and pleasure, talks by various mem- 
bers of the company proving of exceptional :in- 
terest to both members and guests. 

The annual banquet of the Industria! Man- 
agers was scheduled for Thursday evening and 
was attended by about 175 Ralph 
Parlette, noted lecturer, writer and humorist, 
entertained. The program for the rest of ‘the 
conference included several dinners, luncheons, 
a dance, and business sessions. Among the 
John E. Hignon, vice-prési- 
dent and actuary: Myron W. Snell and 
Lucian L. Smith, manager of the Ordinary 
Life Depar:ment. 


guests. 


speakers were: 


—The Regulations of the National Board of Fire 
Cleaning and 
Dust Ex- 
Elevators, and for the 
dated 


Underwriters for Safeguarding Dry 
Dry Dyeing Plants, for the Prevention of 
Terminal 
Handing of 

were recently issued. 


Grain 
Combustible 


plosions in 
Storage and Fibres, 
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lhe Largest Life Insurance Policy 


Paid in 1924 
On a single life was ONE MILLION FOUR HUNDRED FORTY TWO THOUSAND SEVEN HUNDRED 


THIRTY-TWO DOLLARS 


Then There Were 


Seven policies paid on single lives each over aj 


HALF MILLION DOLLARS 
Probably a score or so more of ONE TO FOUR HUNDRED, THOUSAND DOLLARS. 
The Above Are; Big Figures From BigjBusiness of Big Men In A Select Class. 


THE ,INTER-SOUTHERN LIFES'INSURANCE COMPANY 


Louisville, Kentucky 


Protects individuals and groups of The Great Common Class of American Citizens with an insurance in force of over One 


Hundred Million Dollars. 


The Beneficiaries of these policies are under the same Legal Reserve Laws as were the big policies in the select class. 


The Agent bearing a check of thousands rather than millions, to an individual beneficiary of that great class of the common 
people, rural and urban, constituting the strength of the Nation; people who read, write, think and build homes thereby stabilizing 
government, is getting a reaction for himself that is impossible in the select class settlement. 


THE INTER-SOUTHERN LIFE INSURANCE COMPANY 


Louisville, Kentucky 


Caters to INDIVIDUALS AND GROUPS OF THE GREAT COMMON PEOPLE and wants agents who love just “folks” 
and are anxious to teach folks how to build an estate through life insurance even from small beginnings. 
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The Cream Is in the “Strippings” 





If you ever lived in the country, you probably have had the 
experience of nestling your head against the warm side of a 
red cow, the while balancing yourself on a one-legged stool 
as you directed two alternate streams against the bottom of a 
tin pail gripped tightly between your knees. And you re- 
member the admonition to make a thorough job of it—“‘for 
the most cream is in the strippings.”’ 


In the life insurance business we face a like necessity. There 
is a certain volume of business that comes to an agent without 
much exertion, and is apt to be worth little more than the 
activity required to produce it. After the easy business is 
exhausted, then continued persistent effort brings the business 
that makes an agent successful and prosperous—for the cream 
of the territory is in the “‘strippings.”’ 


The Peoria Life is known for the help and encouragement 
extended to its agents to get the “‘strippings’’ of their territories. 
Policies are issued at all ages, to women as well as men, on 
participating and non-participating plans, for both standard 
and impaired risks. Thorough service to policyholders sup- 
plements cooperation with agents. Stimulating campaigns at 
frequent intervals inspire Peoria agents to realize their full 
possibilities—to get their share of the “hard-to-get”? business 
which is the basis of big success. 


Peoria Life Insurance Co. Peoria, Illinois 














ON WISCONSIN! 


Wisconsin with more than 2,000,000 dairy cows 
produces 63°70f America’s cheese and 28% of all 
the condensed milk made in this country. 
Forty=five other major industries back up the 
dairy interests of the State. 


__The Badger State is next door to the Lincoln 
National Life Home Office. Agents in Wiscon= 
sin get the full benefit of the prompt and thor- 
ough Lincoln National Life Home Office service. 


Address either 
MESSRS. HUGHES & SCOTT 
203=4 Lincoln Bank Building, 
Minneapolis, Minnesota 


or 


The Lincoln National Life 


Insurance Co. 


Lincoln Life Building, FORT WAYNE, IND. 


More Than $400,000,000 of Insurance 
in Force 
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Continental Life of Wilmington Makes 
Gains 

The new business of the Continental Life In- 
surance Company of Wi!mington, Del., in 1925 
aggregated $13,755,027, representing a gain of 
18 per cent over the previous year’s new busi- 
ness, and it closed the year 1925 with $62,165,- 
672 of insurance in force, this being a gain of 
16 per cent over the amount in force at the 
end of 1924. Its assets at the end of 1925 
amounted to $7,877,352, an amount 28 per cent 
in excess of the company’s liabilities, while its 
surplus as to policyholders, $1,743,110, is made 
up of capital, $652,350, and net surplus, $1,090,- 
760. The net increase in insurance in force as 
compared with the amount of insurance writ- 
ten shows a very gratifying record of persis- 
tency, and, with the high character of the as- 
sets, make a showing of sound progress and 
unusual financial strength and stability. Philip 
Burnet is the president of this excellent com- 
pany, and James A. Fulton is its vice-president 
in charge of agencies. 


Death of John Tatlock 


John Tatlock, for several years president of 
the Washington Life Insurance Company, of 
New York, died last Sunday at Brookline, 
Mass., following an operation. Mr. Tatlock 
was 65 years old and a native of Williams- 
town, Mass., having been graduated from Wil- 
liams College in 1882. After devoting several 
years to astronomy as an assistant professor at 
the Washburn Observatory, University of Wis- 
consin, and as a professor at Beloit College, 
he became assistant actuary of the Mutual Life 
Insurance Company, of New York, remaining 
with that company from 1889 until 1904. From 
1905 until 1908 he was president of the Wash- 
ington Life, and later was identified with bank- 
ing enterprises. 





Promotion in Berkshire Agency 


William Carroll, general agent in New York 
of the Berkshire Life Insurance Company, has 
announced the promotion of Harry W. Storck 
to the position of assistant manager of the 
agency. Mr. Storck has been with the Berk- 
shire for about one year and has just completed 
a course of instruction at New York Uni- 
versity under Dr. Griffin M. Lovelace. 


Home Office Agency of Continental of St. 
Louis Shows Remarkable Growth 
Sr. Lours, Mo., December 31.—The St. Louis 
agency of the Continental Life Insurance Com- 
pany of St. Louis, Mo., was one of the sensa: 
tions of the St. Louis insurance world during 
1925. Under the leadership of R. J. Albach‘en, 
Manager, this agency developed from the $2,- 
000,000 to $5,750,000 class in a year’s time. 
The final returns for the year may show its 
written business to have passed $6,000000. 
Our leaflet called Robbing Yourself gives 
new talking points of strong personal appeal. 
Send to-day for a sample to The Spectator 
Company, New York. 


NORTHWESTERN MUTUAL AGENTS 
MEET 


C. H. Parsons, New Agency Manager, Out- 
lines Characteristics of Modern 
Agents 


The eleventh annual convention of the Mid- 
dle Atlantic and New England States Agencies 
of the Northwestern Mutual Life Insurance 
Company, of Milwaukee, held at the Hotel 
Pennsylvania, New York City, came to a close 
last Tuesday afternoon, with a luncheon ses- 
sion. C. H. Parsons, superintendent of 
agencies, gave the main talk of the session, 
speaking on “Opportunity and Responsibility.” 
An extemporaneous talk by Harry French, gen- 
eral agent at Madison, Wis., on the subject of 
the real agent, was the only other address of 
the session. A feature was the awarding of 
the contest plaque to the Syracuse agency. 

Mr. Parsons’ talk was of extreme interest to 
the assembled agents, sketching, as it did, the 
progress of the company since 1808, and giving 
the opportunities to be found in the insurance 
business. The year of 1925 from present data 
should show a volume of life insurance sales 
reaching $15,400,000,000, and bring the total 
amount of life insurance in force up to $72,- 
000,000,0000. 

The superintendent of agencies compared the 
old-time insurance salesman, generally thought 
to be one who turned to insurance after failing 
at everything else, to the efficient, intelligent 
and wideawake insurance salesman of today. 
The kind of agents wanted in this day, said 
Mr. Parsons, are those with a high degree of 
character, mental and intelligence. 
Co-operation between company and agent was 
another point stressed by Mr. Parsons, who 
went on to outline the opportunities for an effi- 
Mutual. 


courage 


cient agent with the Northwestern 
W. F. Atkinson was the chairman of this 
session. 


At the morning session, presided over by 
Royal S. Goldsbury, chairman, the main talk 
was on the topic “Value and Budget,” by O. L. 
Gooding of Newark, N. J. “Approach—Is It 
60 Per Cent of a Sale?” was discussed by six 
agents and summed up by M. H. O. Williams, 
assistant superintendent of agencies. 

A speech by C. H. Parsons opened the con- 
ference on Monday. Other talks during the 
first day of the convention were: “Program 
Canvasser’s Documents,” by Vaughn D. Grif- 
fen, Manchester, N. H.; “Painting Word Pic- 
tues as a Background for Life Insurance,” C. 
E. Stapleton, Brooklyn, N. Y.; “Unit Plan 
for Program Building,” John P. Davies, edu- 
cational director; “Undeveloped Opportunities 
for Writing Business Insurance,” Paul Smith, 
West Virginia, and “Legal Aspects as to 
Option Endorsements, Partnership and Corpor- 
ation Insurance,” George Lines, general coun- 
sel. 

On the committee in charge were J. D. James, 
general chairman; A. L. Baldwin, chairman of 
arrangements, and W. F. Hazelton, treasurer. 
Other members of committees were Herbert L. 
Smith, Harrisburg, Pa., and O. L. Gooding, 
Newark, N. J. 


II 





BANG! 


New Territory— 
New Opportunities 


Have just opened Pennsylvania 
and California and have a number 
of very desirable openings for good 
men. Special Agents and District 
Managers can make fine connec- 
tions. Also some good positions 
open in Michigan, Indiana, Illi- 
nois, Kansas and Missouri. 


Address communications direct 
to Home Office, South Bend, Ind. 


Income Guaranty Company 


(STOCK COMPANY) 











The Convention Year Book 

The volume of the Convention Year Book, 
for 1925, devoted to life and accident insur- 
ance, has been issued by the Convention Year 
Books Company. It contains a fund of in- 
structive information, as it embodies excerpts 
from the best addresses of the year delivered 
at the important conventions. The purpose is 
to give the essential message conveyed by the 
speaker with his principal thoughts and argu- 
ments, and, to effect this, much introductory 
matter and remarks concerning only a particu- 
lar company or audience, etc., are omitted in 
order to get into the book as many of the mes- 
It contains a topical in- 


sages as possible. 
and also an 


dex with titles of addresses, 
authors’ index. It sells at $3 per copy, plus 
postage. 


Two Republics Increasing Capital 

Austin, Tex., January 4.—The Two Repub- 
lics Life Insurance Company, of El Paso is 
amending its charter to increase the capital 
stock from $150,000 to $200,000. The company 
is having its books examined with a view to 
having a complete report available for extend- 
ing its business into other States. Deputy 
Insurance Commissioner B. Werkenthin is 
conducting the examination. 


Considers Group Insurance 

Satt Laxe City, Utan, December 31.— 
President J. Cecil Alter of the local Federal 
Business Association has appointed a commit- 
tee to consider the possibilities of group in- 
surance for Federal employees here. The or- 
ganization is composed of representatives from 
all of the Federal Government officers in the 
city. 


—Subsequent to an examination, the United States 
National Life and Casualty Company was recently 
licensed in Wisconsin. This company is now li- 
censed in all States except two. The United States 
National Life and Casualty Company has opened a 
new district office in Paterson, N. J. 
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Issued Weekly in the Interest of the Agency Forces of 
Companies and General Agents 


circulate it among their Agency Forces, as their own sales letter or house organ, will be granted upon request. 
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To Our Agency Force:- 


According to the Calendar, "BARREN WINTER, WITH HIS WRATHFUL, NIP- 
PING COLD" is here. 


While we may not WELCOME him with a VAST amount of enthusiasm, he 
comes around just the same and visits with us. ONE thing in his 
FAVOR is that he brings us the OPPORTUNITY to do business because 
of the INCREASED hazards he packs alcng in his grip. Let's UNPACK 
and see what we find - 


An icy, slippery pair of steps, the sidewalk or curb. A MIS-STEP 
and a FALL. ONE OR MORE BROKEN BONES. BACK HOME or to the HOSPITAL 
for an INDEFINITE and ENFORCED lay-up. ACCIDENT INSURANCE will pay 
the bills. 


Wet feet. A NEGLECTED cold. PNEUMONIA OR THE FLU. In bed for 
WEEKS. HEALTH INSURANCE will pay the Doctor, the Nurse and the 
Druggist. 


A skid of the car cn a frozen street. INJURY to it and MORE LIKELY 
than not, to its occupants. AUTOMOBILE INSURANCE will pay the 
damage. 


Cold weather DRIVES the Burglars IN DOORS. No matter WHOSE door 
it is. BURGLARY INSURANCE will reimburse them. 


Going home late at night, a gun's stuck at his nose; then the gentle 
hold-up man GOES SWIFTLY through his clothes. HOLD-UP INSURANCE 
will replace what he takes. 


A fire in the furnace. Maybe OTHERS in the house. A defective 
flue. A FIRE ALARM. THE FIREMEN. DAMAGING results. FIRE INSUR- 
ANCE will pay the loss. 


A suggesticn of the above PARTICULARLY TO BE DESIRED winter lines 
will make your clients - and others - begin to think. When they 
do that, they're like an old pair of shoes that have been repaired - 
HALF SOLD. 

Yours protectingly, 


YZ 


a 
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UNCH hour in the busy insurance center 

of New York city, which includes William 
street, Maiden lane and Nassau street, is a 
hectic time when the pavements are crowded 
with hurrying (and lazing) agents, brokers, 
stenographers, file clerks, company executives 
and others. An old New Yorker, who, like 
us, was a member of tliat vanishing race of 
those born on Manhattan Island, hailed us on 
the street recently. In the midst of the usual 
noon-day crowd the discussion turned on what 
New York had been in the days before its set- 
tlement and during the early process of popu- 
lation. “Of course I don’t recall it person- 
ally,” he said; “but it is curious to stand here 
and realize that William street was once Mill 
street, so named because cf the old horse mill 
where the Dutch held Sunday meetings. Then 
there were Tin Pot Alley, now Exchange place, 
and Drain ditch, now Hanover street. This 
Maiden lane where so many insurance offices 
are is over the forgotten bed of a brook where 
town girls washed their clothes. Here’s what 
was Pie Woman’s lane, once a cart way granted 
to Teunis de Kay and running from the old 
city wall to the Commons, now City Hall Park. 
To-day it’s a street where many lunch rooms 
and restaurants do a thriving business and they 
call it Nassau street. Yes, it’s a funny world.” 
With which platitudinous comment our friend 
vanished into a sea of strangers. 


HAS. H. MUNSELL, assistant secretary 

of the Monarch Accident Insurance Com- 
pany of Springfield, is editor of ,“The Breeze,” 
which same is the organ of the Exchange Club 
in that city. In keeping with its title, “The 
Breeze” is a newsy and humorous sheet the 
editor of which has received many favorable 
comments on its appearance and contents. 


Opens Seattle Branch Office 


The International Indemnity Company has 
opened a branch office at 352 Empire building, 
Seattle, Wash., under the management of 
George C. Huskins. 

The company has been operating in Wash- 
ington for some years past through the general 
agency of the Northwest Underwriters, and 
is well known in this locality. 

It is believed that a broader service for the 
agents and brokers through the medium of a 
branch office will be highly beneficial. 


“And a Little Child Shall Lead Them” 

None who attended the annual Christmas 
celebration of the Independence companies at 
the Independence building, Philadelphia, Decem- 
ber 24, when the staff played host to thirty- 
two crippled and destitute children, could ac- 
cuse the profession of being cold or unsenti- 
mental. 

The fourth floor of the building was trans- 
formed into Fairyland. Assistant Secretary 
Edwin B. Gissing, as Santa Claus, was mtro- 
duced by President Charles H. Holland, and 
distributed toys and. candy as well as many 
practical gifts from the well-laden tree. The 
assemblage enjoyed an excellent program of 
Christmas Carols and an address by Mr. Hol- 
land. After the kiddies were transported to 
their homes in cars, each accompanied by a 
large basket containing the “makin’s” of a 
splendid Christmas dinner, a dance was given 
by the staff. 


First Reinsurance Licensed 
The New York Insurance Department has 
issued a license to the First Reinsurance Com- 
pany of Hartford to write 
State of New York, under subdivisions 2, 3 


business in the 


and 5 of Section 70 of the Insurance Law, 
thus giving it permission to write accident and 
health, liability, compensation and burglary in- 
surance. The First Reinsurance has a capital 
of $500,000 and surplus of more than $700,- 
000. It is one of the Sturhahn group, having 
been bought by the Rossia of America. 


Massachusetts Bonding to Move Accident 
Department 

The Massachusetts: Bonding and Insurance 
Company is to move its accident and health 
departments from Saginaw, Mich., to the home 
office at Boston, where they will be consolidated 
with the company’s bonding and casualty busi- 
ness. The health and accident departments 
were formerly part of the United States Health 
and Accident Company, which the Massachu- 
setts Bonding took over in 1914. 


—The accident and health premium income of the 


Connecticut General Life, of Hartford, in 1925 was 


over $1,750,000, a gain of over $250,000. The com- 
pany’s total premium income, including life, was 
over $20,000,000, an increase of over $3,300,000. 


TO INCREASE CAPITAL 


Massachusetts Bonding Adds Million 
to Funds 








ISSUES 10,000 NEW SHARES 





Surplus Will Also Be Augmented by 
Same Amount—Stock to Be Sold at 
Twice Par 


President T. J. Falvey of the Massachusetts 
Bonding announces that the board of directors 
will recommend to the stockholders at the 
forthcoming annual meeting that an increase 
of $1,000,000 be made in the capital stock, 
bringing it up to $3,000,000. 

This will be accomplished by the issuance 
of an additional 10,000 shares of the par value 
of $100 per share. The board voted that the 
new issue be offered to present stockholders at 
$200 per share, $100 of which goes to capital 
account and $100 to surplus, on the basis of 
one share of the new issue for each two shares 
of the present stock held by stockholders. The 
last quotations recorded $280 for 
the stock of the company. 

The Massachusetts Bonding has enjoyed a 
successful year and the proposed addition to 
its capital is chiefly t give the management 
greater scope in accepting large lines which 
go through its hands and thus avoid the neces- 
distributing so large a_ percentage 
through reinsurance as heretofore. 


published 


sity for 


Keystone Auto Club Reinsures Members 
Liability — 

According to a letter sent to policyholders 
by William A. McCrea, general manager of 
the insurance exchange of the Keystone Auto- 
mobile Club, of Philadelphia, negotiations have 
been concluded whereby entire aggregate losses 
in excess of resources will be assumed by one 
of the large American reinsurance corpora- 
tions, thus doing away with the possibility of 
the policyholders having to be assessed in case 
of excessive losses. 

The name of the company has not been 
given out but the negotiations were carried out 
by Clarence J. Goodman, of R. C. Rathbone 
& Son, Inc., 80 Maiden lane, New York city. 
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TO BROKERS 
“For the only policy issued paying a woman for every illness (no exception) call _ 
: THE MEACHAM AGENCY, Inc. 
G8 Managers, Times Square Branch, Accident and Health Dept." 
*37.€ INDEPENDENCE INDEMNITY COMPANY ' 
Times Building, Broadway and 42nd St., New York City 
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THE DEMAND FOR AN OUTLET FOR CATASTROPHE AND EXCESS REINSURANCE 


OF WORKMEN’SCOMPENGSATION, LIABILITYJANDJOTHER_ CASUALTY LINES 
IN AN\AMERICAN.COMPANY HAS BEEN MET BY 


American Re-Insurance Co. 


242 S. 13th Street Philadelphia, Pa. 


Assets - - - -  $4,439,946.82 
Capital - - - - 750,000.00 

us - - - - 885,425.17 
Voluntary Catastrophe Reserve 500,000.00 


Reserves - - - - 2,200,980.45 


RE-INSURANCE ONLY 


Specializing in Workmen's Compensation Catastrophe and Excess Liability Treaties 
Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 

Financlally Strong Conservatively Managed 
CORRESPONDENCE INVITED 





Liberal Contracts 














7 HAMPTON ROADS 
FIRE «» MARINE 


Insurance Company 


NORFOLK, VIRGINIA 


Address Home Office For Agency Connection 


HENRY G. BARBEE JAMES A. BLAINEY GEORGE A. MORIN. 
President Vice-Pres. and Managing Under. 
Secretary Fire Dept. 








PENNSYLVANIA 
CASUALTY COMPANY 


LANCASTER, PA. 


Has openings for Progressive General and District Agents 
to handle all forms of Health and Accident Insurance. 


PENNSYLVANIA MARYLAND 
OHIO DISTRICT OF COLUMBIA 
NEW JERSEY DELAWARE 


Executive Offices 


COMMONWEALTH BLDG., PHILADELPHIA, PA. 























Education Never Ends 


‘“‘The Reading Matter 
In Your Bank Book’’ 


is the title of a pamphlet describing the 
educational facilities offered by this Com- 
pany. 

Available on request to 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


Hartford, Connecticut 
1846 1926 




















To Casualty Insurance Executives 
Cut Premiums--Not Rates 


Two-thirds of United States Auto 
population is yet to be insured. 


Your agent and broker can get this business if you 
will co-operate with him by supplying each with a 
copy of 


“CUTTING THE COST OF AUTO 
INSURANCE IN HALP” 


By HERMAN A. BAYERN 
Specialist in Automobile Insurance 


It Tells the Whole Story, $1.00 


Possession of this book will enable them to sell some of the 
uninsured automobile owners, to successfully meet competition 
with mutual or cut-rate companies, and convince those who are 
insured to increase their limits of liability coverage. On back 
of each book is imprinted your advertisement. 


Messrs. Phillips, Leibell & Fielding, 
attorneys-at-law, New York, say: 

“‘The booklet is very well written and undoubtedly 
should be of considerable value. Accept our compli- 
ments for its neat appearance and extent of the informa- 
tion contained in it.’’ 


$1.00 per copy 1000 copies —$490.00 
THE SPECTATOR COMPANY 


Insurance Exchange Publishers 135 WILLIAM STREET 
CHICAGO NEW YORK 
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can rem) Business Men’s Meeting McClary, chairman of the entertainment com- To-morrow will be radio night for the B. 
Kansas City, Mo., January 5.—The four- mittee, and W. T. Grant, president of the M. A. The B. M. A. quartette will sing and 


we 





~ - 


B. M. A. 


teenth annual convention of the 1000 Club of 
The Business Mens Assurance has had a 


the Business Mens Assurance Company will 
come to a close to-morrow. The convention particularly prosperous year during 1925, hav- 
was held at the Hotel Baltimore, Kansas City, ing written more than $19,000,000 of new busi- 


Mo., beginning last Tuesday. Among the fea- ness. The gross income for the past year 
is well over $4,000,000, and a capital increase 


tures of the program were addresses by Ralph 
of $50,000, bringing the amount up to $300,000 


Parlette, editor, publisher, writer and lecturer, 
“The University of Hard Knocks,” and “Build- has been approved. It is expected that when 
ing Business on Friendships,” by W. T. the annual statement is complete, it will show 
Kemper, president of the Kansas City, Mex- a total capital and surplus to policyholders of 
ico and Orient Railway Company. Speeches more than $750,000, or an increase for the year 
were also made by Hon. A. I. Beach, mayor in excess of $100,000. The convention had 
of Kansas City; Lou Holland, president of the the largest attendance of any yet held by the 
Kansas City Chamber of Commerce; J. S. company. 

















ANOTHER BANNER YEAR 


In many respects the year just closed was a 
notable one for the F & ‘D. Particularly 
impressive is the fact that its net premiums 
were practically double the volume of business 
written in 1920. 


The F & D’s extraordinary progress during 
the past five years has been due largely to the 
efforts of a loyal and devoted Field Force and 
to resultful cooperation between the Home 
Office and the various production units in 
the field. 


Each year serves to strengthen our belief 
that the F & D’s agency organization is second 
to none in its ability to produce good business. 
But, even the best of selling organizations 
could not continually forge ahead without a 
background of Company strength, reliability 
and service. 


Those things, of course, are at the foundation 
of the F & D’s success. 





FIDELITY AND DEPOSIT COMPANY 


Baltimore 


Fidelity and Surety Bonds and Burglary Insurance 























Ralph Parlette will give a talk. 


Fidelity Union Capital Increase 

Austin, Tex., January 4—Amendments to 
charters of the Fidelity Union Casualty Com- 
pany and the Fidelity Union Fire Insurance 
Company, both of Dallas, increasing the cap- 
ital stock of each company from $300,000 to 
$500,000, were approved by the attorney-gen- 
eral’s department and filed in the State depart- 
ment of insurance. These amendments were 
submitted by former State Senator V. A. Col- 
lins, general attorney for these companies. 


New Accounting Firm Formed 

Lansinc, Micu., January 4.—An unusually 
strong insurance accounting and statistical ser- 
vice is to be afforded Middle Western insur- 
ance interests, it was announced this week, bv 
consolidation of the George G. McDan & Co., 
insurance accounting firm of this city with the 
H. L. Kelly & Co., public accounting concern 
of Chicago. N. C. Frase of San Francisco, 
Cal., also an experienced and expert insur- 
ance accountant, is to align himself with the 
new company at the same time. The new 
organization will be known as McDan, Kelly 
& Frase, and it will confine itself exclusively 
to handling insurance accounts. Lansing will 
remain headquarters for the new partnership 
with a branch office maintained in Chicago. 
About twenty insurance companies’ accounts 
have been handled by the McDan organization. 








COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 





ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWES ~ RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 
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NEW YORK SAN FRANCISCO 
MINNEAPOLIS RICHMOND 


Marsh & McLennan 
INSURANCE 
Fire Liability Marine 


175 W. Jackson Blvd., Chicago 








London Seattle Montreal 
Winnipeg Detroit Duluth 
Pittsburgh Cleveland Buffalo 
Phoenix Columbus Portland 
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Complete and Enduring 
Service 


for every ijife insurance need 
makes West Coast Service 
Men successful. 


A splendid Agency Con- 
tract direct with Home Of- 
fice is available for men of 
ability. 


Wesr Coast Lirk 


INSURANCE COMPANY 
HOME OFFICE-S24 FRANCISCO 





























Watch This Space 


for announcements of 








Liberalized Policies 

Improved Disability Benefits 
New Policy Contracts 
Increased Dividends 


We are making many radical changes 
in order to give 


IMPROVED SERVICE to 
AGENTS and POLICYHOLDERS 


THE COLUMBUS 
MUTUAL LIFE INSURANCE CO, 


580 East Broad St. Columbus, Ohio 


Cc. W. BRANDON, D. E. BALL, 
President Vice Pres. & Sec’y 

















The Prosperous Agent 
By William Alexander 


The carpenter does his work with plane and saw. 
The blacksmith with hammer and anvil. But the 
insurance salesman works without tools. He em- 
ploys his mind on the minds of other men. Hence 
the importance of making the most of his mental 
equipment. The little book entitled ‘“The Prosper- 
ous Agent”’ deals with this subject in a practical way. 
It tells how the life underwriter can read his own mind 
and understand the minds of other people. It tells 
how his mental faculties can be developed and utilized 
in such a way as to increase his efficiency and con- 
sequently his earnings. 








PRICES: 
Cloth Binding, $1.50 Paper Binding, $1.00 
Discount in Quantities 
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The Spectator Company 


CHICAGO New Yorxk 
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Homer J. Buckley Defends Speech 


Homer J. Buckley, president of Buckley, 
Dement & Co., Chicago, has written an open 
letter to Arthur W. Tager, secretary-treasurer 
of the Diary Publishing Corporation, New 
York, in reply to a recent letter of Mr. Tager 
which criticized a speech made by Mr. Buckley 
before the Insurance Advertising Conference 
under date of October 28, 1924. Mr. Tager’s 
letter was addressed to the editor of THe 
SPECTATOR and was printed in the issue of De- 
cember 17, 1925. Mr. Buckley’s reply is ap- 
pended hereto: 


Mr. Arthur W. Tager, Sec’y-Treas., 
The Diary Publishing Corporation, 
New York, N. Y. 

One of the insurance trade papers has sent me a 
reprint of your criticism of my address before the 
Insurance Advertising Conference in October, 1924. 

The whole tenure of your letter would seem to 
indicate that my address was devoted to an attack on 
advertising novelties as a medium of advertising. 

In this you are decidedly mistaken. 

As a matter of fact, I am now, and have been for 
years, an enthusiastic exponent and user of adver- 
tising specialties. 

This can be verified by my frequent appearances on 
the convention program of the Advertising Specialty 
Association, among whose officers and membership 
are some of my nearest and dearest friends. 

You have read into my address conclusions and 
interpretations which I had no thought of convey- 
ing, and 1 am sure not one of my 300 listeners re- 
ceived it in any such manner as you have mistakenly 
done. 

My criticism was then, and which I again em- 
phatically reiterate (and which I am prepared to de- 
bate on any public platform with you or any other 
men), is the abuse and misuse of a medium of adver- 
tising to a point where it becomes bait advertising and 








Makes New Safety Record 

AppLeton, Wis., December 31.—Wisconsin’s 
eminence in many lines of endeavor has been 
heightened here through the establishment of 
a world’s record in the matter of making in- 
dustrial plants safe for those who work there- 
in. It will be a record in the insurance field 
for industrial accidents. 

The saving of fingers, toes, legs, arms, hands 
feet and general usefulness of the workers’ 
bodies to their employers has long been recog- 
nized as a factor of economic importance, yet 
the moss covered slogan of “safety first” has 
become so trite as to have lost almost entirely 
its significance and effectiveness in the preven- 
tion of accidents. Firms which for years re- 
lied upon the posting of this brief and pointed 
advice on signs about the mills and shops where 
their laborers worked, awoke to the fact a few 
years ago that accident and misfortune recog- 
nized no talisman or charm in the safety- 
first signs, and began seriously a crusade and 
campaign of educating the workers to the prin- 
ciples of safety. 

In the vanguard of the industries, so awaken- 
ing to the need of real instruction in the prin- 
ciples of safety, was the pulp and paper mak- 
ing industry. And among the leaders of this 
industry was the. Kimberly’ Clark Company, 
whose activity notth of’ this city led to the 
création of a village, occupied by its workers. 
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a destructive force in the business of insurance sell- 
ing and solicitation. 

I would criticise direct mail or newspaper advertis 
ing with equal vigor if it were being debased to the 
same extent. In fact, my talk severely arraigned 
some of the direct mail methods employed in insur- 
ance advertising. 

If you will take the time to talk with any of the 
insurance advertising men present—Edward A. Col- 
iins of the National Surety Company, for example— 
you will get an entirely different slant on my address 
than your interpretation of it as you have written to 
the trade papers. 

They will tell you that I presented an abundance 
of concrete evidence to prove my case on the abuse 
of memorandum book advertising for insurance leads. 

Among this evidence was the case of one insurance 


company in particular who sent to the same prospect 
—through seven of their different agents in the same 
city—a bait letter saying we have reserved for you a 
copy of our memorandum books. While in the same 
period this same prospect received the same proposi- 
tion almost identical from the home offices of three 
other insurance companies. 

To prove that this was not an isolated instance, I 
submitted several hundred other cases which proved 
conclusively that the whole structure of direct mail 
solicitation on the part of insurance agents was being 
debased and cheapened through imitation, duplication 
and multiplication, and that high grade business exec- 
utives were looking with disgust on these sort of 
selling methods for a time-honored and dignified 
business of insurance counsellor and agent. 

Memorandum books, diaries and other forms of 
specialty advertising are a fine medium when intel- 
ligently and judiciously employed. 

Chicago, Ill., Dec. 24, 1925. 
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Insurance 


In leading newspapers all over the United States 
and Canada, Credit Insurance is advertised, week \ 
in and week out, to thousands of Manufacturers 
This is one reason why 


AMERICAN CREDIT INSURANCE 


is growing so rapidly year after year—and why it 
is to the advantage of the general broker to co- 
operate in the writing of our policies. 
ought to investigate the great protective service we 
render to our many policy-holders; safeguarding 
their resources absolutely against bad debt losses, 
providing them with efficient collection facilities, 


and Jobbers. 


etc. 


General Insurance Brokers, \ook into the sel- 
ling possibilities of American Credit Insurance. 
While our regular agents are necessarily trained 
credit insurance specialists, still we have a plan by 
which you can co-operate with us to your definite 
profit. Check up and see if your present clients are 
protected by Credit Insurance. 
details of our interesting proposition by writing 
or phoning any of our offices. ~ 


CThe AMERICAN 


CREDIT~ INDEMNITY Co. 


J..F.M*°FADDEN., presipENT 
Offices in all leading Cities: 


OF NEW YORK 


New York, St. Louis, 
San Francisco, 
Detroit, 


Chicago, 
Philadelphia, 
Atlanta, Etc. 





Brokers— 
Profit By Our 
National Advertising 


Maybe you 








Then get the full 


Cleveland, @Boston, 
Baltimore, 
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AMERICAN NATIONAL 


INSURANCE COMPANY 


of Galveston, Texas 


W. L. MOODY, Jr. 
President 


SHEARN MOODY 
Vice-President Secretary 


W. J. SHAW 


Substantial Increases Every Year 


Ordinary and Industrial Life Insurance in Force 


June 30th, 1925 
$269,479,554.00 


ASSETS 


$21,606,568.43 


Good Territory in Twenty-Three States, the Republic of 
Cuba and Hawaii 














PHILADELPHIA LIFE 


INSURANCE COMPANY | 


Home Office Building 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 


President 
CLIFTON MALONEY 


Only high-type men and women can ob- 
tain contract to represent this company. 


For salesmen and saleswomen of such type 
we have an interesting contract to offer, 
backed by real co-operation. 


JACKSON MALONEY 
Vice-President} 


A. MOSELEY HOPKINS 


Manager of Agencies 











Valuable Information Free 


Upon request The Spectator Com- 
pany will send free of charge to any 
life company or agent in the United 
States or Canada a copy of The Busi- 
ness Builders Service. This document 
will prove a big money maker for the 
agent who will adopt and follow out 
the plan outlined therein. y, 


Fill out the coupon below and 7% 
mail today. / 
C wae 


/ SPECTATOR 
/ 185 William St., 


New York 
THE SPECTATOR i 
Gentlemen: 

COMPANY Please send me, free 
of charge, copy of The 
135 William Street 7 Business Builder Service. 
NEW YORK PP TM xscdikcaweneevinins 
CHICAGO SJ BOOTORE iiss ec iiinn bis ciaes oleae 

Insurance Exchange “4 Name of Company represented. 
F ECE OE ET REE TE LER eT 
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Taxation in Connecticut 

Chapter 186 of the Public Acts of Connecti- 
cut, approved in June, 1925, requires each in- 
surance company incorporated in Connecticut 
to file in the office of the tax commissioner, 
on or before October 15, a statement under 
oath showing the number of shares of its cap- 
ital stock and the fair market value thereof 
on October 1, the name and residence of each 
stockholder and the number of shares owned 
by each, and on or before the last day of the 
following February, such insurance company 
shall pay to the treasurer of the State a tax, 
in the year 1926, of eight mills, in the year 
1927 of six mills and in the year 1928 and in 
each year thereafter four mills upon the fair 
market value of each share of its stock as 
determined in accordance with the law, less the 
amount of taxes paid by such corporation upon 
its real estate in Connecticut during the year 
ending on September 30 next preceding such 
tax payment. Stockholders of such companies 
are exempt from taxation upon their shares of 
stock, except as provided in this law. Each 
such insurance company shall, annually, on or 
before July 15, pay to the treasurer of the 
State, a tax on its corporate franchise, equal 
to two mills on the fair market value of each 
share of its capital stock as of October 1 next 
preceding, as determined by the board of 
equalization under the provisions of section 3, 
chapter 186. There shall be no deduc:ion from 
the market value of such shares in the com- 
putation of such tax, and no deduction from 
such tax. 

Section 5 of Chapter 186 provides that “The 
taxes provided for in this act shall be in lieu 
of all taxes imposed on insurance companies 
having capital stock, incorporated under the 
laws of the State and their shares of stock 
under sections 1201 to 1203, both inclusive, and 
section 1207 of the general statutes, and chap- 
ter 209 of the public acts of 1921 and chapters 
tog and 193 of the public acts of 1923, or any 
amendments thereto, which statutes, so far as 
the same relate to such insurance companies 
and their shares of stock, are repealed; pro- 
vided the tax hitherto paid by such insurance 
companies under the provisions of section 1202 
of the general statutes shall be paid by such 
companies to the treasurer of the State in the 
year 1925.” 


Death of Henry W. Brown 

Henry W. Brown, who founded the genera! 
insurance agency in Philadelphia of Henry W. 
Brown & Co., died last month at his home in 
Germantown, Pa., from a paralytic stroke. He 
was 78 years old. Besides founding Henry 
W. Brown & Co., in 1871, Mr. Brown was one 
of the organizers of the Philadelphia Fire 
Underwriters Association, and also established 
the Manufacturers Mutual Fire Insurance 
Company, of which he was president for some 
years. 

The late Mr. Brown was a veteran of the 
Civil War. He is survived by three sons, 
Reynolds D., Henry I., and Theodore E. 
Brown. 


CHANGES IN AETNA WEST= 
ERN OFFICERS 


General Agent John E. Davies Re- 
tires After Many Years of 
Service 


PROMOTIONS IN OTHER 
DEPARTMENTS 


Charles F. Thomas Becomes General 
Agent of World Fire and Marine— 
Henry A. Yates Called to Chi- 
cago Office 
President Ralph B. Ives of the 7Ztna Insur- 
ance Company 
John M. 
changes in the Western departmen: of the 
‘Etna Insurance Company and the World Fire 

and Marine Insurance Company. 

General Agent John E. Davies retires, at 
his own request, on January 1, after thirty- 
three years of continuous service with the 
company and forty-three years in the fire busi- 
ness. He is one of the stalwarts in the busi- 
ness, straight, conservative, level-headed, partic- 
ularly well informed, and he carries with him 
the best wishes and affection of every member 
of the organization. The company has made 
for his 
present excellent health justifies the hope that 
he will enjoy a comfortable leisure for many 
years. 


through Manager 


following 


announces 


Thomas the important 


generous provision future, and his 


The inland marine and automobile depart- 
ments have expanded to a point where their 
importance and further development demand 
the entire time of Assistant Manager W. F. 
Watson, who is particularly well qualified to 
carry on this work because of his close asso- 
ciation with it heretofore, and his wide and 
favorable acquaintance throughout the field. 

Assistant Manager Louis H. Wolff will here- 
after take full and active charge of the loss 
department, which, with the increase in busi- 
ness, and complications in the way of varicty 
of claims and consequent need for expert at- 
tention, now demands all the time of one espe- 
cial'y fitted for such difficult work. 

Henrrv A. 


ing the nast 


Yates, Springfield, T!l., who dur- 
five vears has been Sta‘e agent 
Northern Tllinois field, has heen called 


to the Western department office at Chicago 


in the 


and promoted to the position of assistant man- 
ager. Mr. Yates has been a conspicuous suc- 
cess 2s field man and his many friends know 
that 
such a way as to give a good account of him- 
self. 

W. G. Bayliss was transferred two years ago 


he will carry his new responsibilities in 


from the Ohio field to the Chicago office as 
superintendent of the sprinklered risk depart- 
ment, and is now made assistant manager in 
recognition of his excellent work and as af- 
fording opportunity to take on larger duties. 
A new member is joining the A®tna forces 
in the person of Charles F. Thomas, who has 
tendered his resignation as assistant manager 
of the Western department of the Queen In- 
He will have the title of 


19 


surance Company. 


Organization of North American Insurance 
Completed 

Austin, Tex., December 31.—The North 
American Insurance Company of Texas, with 
headquarters at Austin, has completed its or- 
ganization with the following officers: D. K. 
E. B. Robinson, 
vice-president; R. S. Robinson, vice-president 
and treasurer; George T. Wicker, secretary; 
Charles E. Marsh, D. C. Reed, J. T. Bowman, 
F. W. Sternenberg, E. P. Cravens, W. T-. 
Caswell, D. K. Woodward, Jr., E. B. Rob- 
inson, R. S. Robinson, Jas. E. Lucy, Walter 
3remond, Charles Rosner, H. A. Wroe and 
A. W. Wilkerson, directors. All the officers 
and directors are residents of Austin. 

The company will formally begin business 
January 1, 1926, with paid-in cash capital and 
surplus of $350,000, and will write fire, tor- 
nado, marine, automobile and plate glass in- 
surance. It announces that its reinsurance 
facilities are unexcelled and that it is prepared 
to handle business in unlimited amounts. 

This is the 
formed some three months ago, with a view to 
beginning business January 1, and at that time 
announced that it be known as the 
North American Lloyds, the incorporatores 
having decided to use the name the North 
American Insurance Company of Texas. 

{t already has agencies es:ablished in many 


Woodward, Jr., presiden:; 


same organization that was 


would 


cities and towns in Texas and will rapidly ex- 
tend its business into all parts of the State be- 
fore entering other States. 


Insurance Companies’ Stocks as Assets 

Superintendent of Insurance James A. Beha, 
of New York, has advised insurance compa- 
nies authorized in the State, that the depart- 
ment will allow credit in the annual state- 
ments of companies other 
States for stocks of companies 
owned by them, to the same extent as the law 


incorporated in 


insurance 


of New York allows credit to companies in- 
corporated in New York. Companies are not 
permitted to take credit in assets for a higher 
value on the stock than that ascertained by 
dividing the aggregate amount of the surplus 
and capital of such other insurance company 
by the number of shares of capital stock is- 
sued. If the stock of an insurance company is 
held through ownership of stock of a holding 
corporation, the same rule must be followed. 


general agent of the World Fire and Marine, 
and also assistant manager of the A=tna. The 
rapidly expanding business of the World Fire 
and Marine will give Mr. Thomas an excellent 
opportunity for exercise of the high quality of 
force and underwriting judgment which his 
past record shows him capable of delivering. 
W. N. Achenbach, who two years ago was 
promoted from the Michigan State agency to 
the position of assistant general agent, will 
now assume added responsibilities and increased 
duties as assistant manager. Those changes 
will give the A£tna and the World Fire and 
Marine a strong organization in the West. 
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INSURANCE: 


A Practical Exposition for the 


Student and Business Man 
By T. E. Youna, B.A., F.R.A.S. 


Third Edition—Revised and Enlarged 








Mr. Youne’s book is a lucid, simple exposition of the principles 
and practice of life, fire, marine and other branches of insurance, 
specially adapted for the use of the underwriter, student and busi- 
ness man. It has been adopted asa text-book by Yale University. 
In the Tarrp Epition the author has taken pains to elaborate the 
work, more particularly in reference to his own views upon the 
limitation of risks, while a simple explanation has been furnished of 
the force of mortality. 


Price, Third Edition, 4243pages - $3.00 


Insurance Office Organization 


Managements and Accounts 
By T. E. Youns, B.A., F.R.A.S., and Ricoarp Masters, A.C.A. 


Second Edition—Revised 


This book will be found to be a valuable guide to the proper 
organization and conduct of an insurance company. In it Mr. 
YOUNG points out the best methods to be followed in the formation 
and management of an insurance company’s staff, and the most 
systematic and economical administration of its business. The 
practical features relating to the operation of a company are com- 
prehensively discussed. 

The general principles of bookkeeping are also treated by Mr. 
Youns, and are elaborated in succeeding chapters by Mr. MASTERS. 
The general, life, fire, marine and accident departments are taken up 
separately, and the necessary books and accounts illustrated and 
described in detail. 

This work should be invaluable to anyone contemplating the 
establishment of a new insurance company, or who wishes to im- 
prove present bookkeeping methods. It contains 150 pages and is 


bound in cloth, 
Price, post paid,$1.75 


Principles of Insurance. By J. E. Exe. A book which 
will aid in a clear understanding of the principles and practices of 
accident, fire, marine and life insurance. 

Price, post paid, $1.00 

















Accountancy. By Francis W. PixLey. An entirely new 
work dealing with Accountancy from a theoretical and practical 
point of view The latest exposition of the science. 318 pages. 


Price, post paid, $2.25 





Pitmans Secretary’s Handbook. A complete secretary’s 
manual prepared by HERBERT E. BLAIN. It covers secretarial 
work thoroughly for public and private institutions and for indi- 
er (Second Edition, revised, omitting joint stock secretary- 
ships. 

Price, post paid, $1.50 





Principles of Marine Law. By LAwrence Duckworth. A 
knowledge of Marine Law is of the utmost importance to all those 
who are in any way connected with marine insurance or the ship- 
ping trade, and the volume covers all the essential features. 

Price, post paid, $2.25 





Office Organization and Management. By LAWRENCE R. 
DicxszE, M. Com., F.C.A., and H. E. Bian. This volume gives in 
detail, with the aid of specially selected illustrations and copies of 
actual business forms, a complete description of management and 
organization under the most improved and up-to-date methods. 
315 pages, cloth. 

Price, post paid, $2.25 





SOLE SELLING AGENTS of the above works for the Insurance world 


THE SPECTATOR COMPANY 


CHicAGo OFFICE 
BNBURANCE EXCHANGE 


135 WILLIAM STREET 
NEW YORK 





INCORPORATED 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY 


Policies from $1,000.00 to $50,000.00, 


with premiums payable annually, semi-annual- 
ly or quarterly, and 
INDUSTRIAL Policies from $12.50 to $1,000.00, 


with premiums payable weekly. 


CONDITION ON DECEMBER 31, 1924 


IL a iis Kekns ee ee ds sts hank maemnaa eee 


Capital and Surplus 


TtiMtiPA SOO AT OPCE 5 5:05:00: 50/6 is:6eie nyeisivione:sie-ece 
Payments to Policyholders 


ee ry 


seer eee eeeeeeeeeses 


Total Payments to Policyholders since 


Organization 


JOHN G. WALKER, President 


$41,521,283 .17 
36,164,159 .74 
5,357,123 .43 
273,540,675 .00 
3,036,319 .80 


$35,784,215 .15 











A. M. BURTON, President 
H. B. FOLK, Secretary 


LIFE AND CASUALTY 
INSURANCE COMPANY 


OF TENNESSEE 


Industria 


1 Weekly 


Insurance 
Life—Health—Accident. 
Fifty Weeks’ 


Pays 


Indemnity—Or- 


dinary and Industrial Straight 
Life Insurance. 


NASHVILLE 


Home Office 


TENNESSEE 























COLORADO 


The land of perpetual sunshine 


The land of wonderful summers and mild winters 
The State with a solid substantial growth 


TO GOD’S COUNTRY AND 


COME OUT 


REALLY LIVE 


Real money for live wires with 


MOUNTAIN STATES 


LIFE INSURANCE COMPANY 


DENVER 


WILLIAM L. VERNON, Vice. Pres.-Treas. 
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Appointed Deputy Fire Marshal of 
Wisconsin 
December 


Mapison, WIs., 31.—Julius J. 


Krug, for four years sheriff of Dane county, 
and one of the best known police officers of 
Souchern Wisconsin, was to-day appointed by 
W. S:anley Smith, Commissioner of Insurance, 
as deputy fire marshal of Wisconsin. Com- 
missioner Smith holds the ex-officio position 
of State fire marshal. 

In a recent examination held by the State 
Civil Service Commission throughout the State 
for deputy fire marshals, Mr. Krug ranked 
frst. He is appointed by Commissioner Smith 
to fill the vacancy caused by the resignation 
of G. H. Kiland last September. 

The State of Wisconsin is divided into five 
districs for supervision as to incendiary fires 
and other fire marshal work. Mr. Krug will 
be in direct charge of the Southern Wisconsin 
district, with headquarters at Madison. 

Albany Field Club Elections 

Herman Griebert, of the General Adjust 
ment Bureau, was elected of the 
Albany Field Club for the coming year, at 
the association’s annual meeting, which was 
held in connection with its December dinner, 
last week. Other officers chosen were: Vice- 
president, J. W. Delaney, Liverpool and Lon- 
don and Globe; treasurer, C. A. Tillotson, Lon- 
LeRoy: T. 
executive committee, 
John M. Van 


Duxbury, 


president 


don and Lancashire; secretary, 
Brown, Continental; 
George F. Krank, 
Buren, Fidelity-Phenix; 
Pennsylvania Fire. 


Hanover: 
George 


Travelers Fire Appointment 

The Travelers Fire Insurance 
announces the appointment of George I. Emer- 
improved risks in 


Company 


son as superintendent of 
the special risk department at the home office 

Hartford. Mr. Emerson resigns a similar 
position with the National Fire Insurance 
Company of Hartford, where he has been lo- 
cated for the past nine years and is, therefore, 
well qualified to assume the duties that are 
being assigned to him in his new connection. 
Mr. Emerson is a graduate of the Massachu- 
setts Institute of Technology and served an 
apprenticeship in both the New England 
Bureau of United Inspection and the New Eng- 
land Insurance Exchange prior to taking up 
company work with the National. 





Commercial Union Appointment 

Luer L. Wiltbank has been appointed general 
agent of the Commercial Union Assurance 
Company and its affiliated companies. He 
takes the place of Frank W. Young, who re- 
cently took an executive position with the 
Travelers Fire Insurance Company. Mr. Wilt- 
bank has been with the Commercial Union for 
many years and is admirably adapted for his 
new position. 





—The annual pamphlet concerning fees and taxes 
charged insurance companies under the laws of New 
York has been issued by the New York Insurance 
Department. 


AGENCY ADVERTISING DOES NOT PAY 
This Statement Usually Made by Incon- 
sistent Advertiser—Value of Persist- 
ent Campagn 


Except in rare instances, the statement tha 
advertising does not pay in insurance is usually 
found to emanate from insurance men who 


have never advertised or who have never ad- 


vertised consistently, continuously and in sérict 
adherence to a carefully planned and budgeted 
program. 

it afford to 


pour large sums of money into an advertising 


Of course the average agent cann 


venture, hence it becomes doubly necessary to 
plan in advance how much will be appropriated 
to advertising for the year so as to make pos- 
sible the desirable effect—repe‘ition. 

A full-page 


in six months, a sign painted for just a week 


newspaper advertisement once 


or the occasional “handing out” of a few 
blotters is, in the opinion of an agent who 
does believe in advertising, the very reason 


(This 


agent’s business growth is concrete evidence 


why advertising doesn’t seem to pay. 
of what advertising will do.) 

He is Myron F. Levey of Union City, N. J., 
who has written a series of insurance adver- 


tisements that are caichy and concise and are 


used in a one column, 3-inch space, requiring 
but a modest newspaper expenditure. He in- 
seris an “ad” two days of each week in his 


local papers and changes the copy with each 
issue. The ads are inserted twice weekly every 
in the vear, not just occasionally. 
\:tractive blotters with these same concise 
messages are mailed at regular intervals. In 
addi.ion, novelties are frequently used, as are 
certain other media of advertising, but all in 
The en- 


tire program is based on the theory (and this 


accordance with a prepared schedule. 


taken from his past experience) that to 


make advertising worth while it must be con- 
sistent, continuous, carefully planned and bud- 
geted. Mr. Levey states that the extent of the 
plan will vary according to size of cities, and 
the financial condition of the office, but the 
basic principles will not. 

He has received inquiries segarding his copy 
State in the United 
States and a number of provinces in Canada 
as a result of which it is being used in many 
cities and towns.—From “The American Agency 
Bulletin.” 


from: practically every 


Agency Change in Richmond 

RIcHMOND, VA., January 2.—Ivey L. Arring- 
ton & Co. has purchased the Richmond local 
agency of Charles W. Carneal. This deal 
leaves the Franklin Fire without representa- 
tion here, the company having planted with 
Mr. Carneal upon a sole basis. He formerly 
represented the American Eagle and the Con- 
cordia. The Carneal office was established in 
1920. 

Arrington & Co. is composed of Ivey L. 
Arrington & H. B. Race. The agency was 
founded in 1903, and represents the Home, of 
New York. 


Indiana Insurance Day Speakers 


The committee in charge of arrangements 





for Indiana Insurance Day, which will be ob- 


served in Indianapolis, January 26, has an- 
nounced the following list of speakers: 
i {cKelvie of Ne- 


Claris 


toastmaster 3 


[-x-Governor Samuel R. 
braska, 
Adams, 


Edward C. 


principal 


banquet 


Indianapolis 


speaker ; 
attorney, 
Stone, associate United States man- 
ager, Employers Liability, casualty speaker; 
Wilbur of C€ 

and industrial consultant, fire speaker; James 
Elton Bragg, vice-president of the Manhattan 
Life of New York, life speaker: Thomas S. 
McMurray, Jr., Commissioner of Insurance of 


Harry Curran chicago, financial 


Indiana; Hon. Ed. Jackson, Governor of In- 


diana; Hon. John L. Duvall, mayor of Indian- 


Alfred Hogston, 


marshal of Indiana, and 


apolis ; Indianapolis, fire 
D. J. O'Keeffe, Fort 
Wayne, president of Indiana Association of 
Insurance Agents. 

Meetings of the following organizations have 
been arranged in connection with the Indiana 
insurance Day program: Indiana Association 
[ Casualty Ad- 


justers Association, Indianapolis Life Under- 


of Insurance Agents, Indiana 
writers Association, Life Underwriters Asso- 
ciations of Indiana and Insurance Federation 
of Indiana. 


Peoples National 


Effective January 1, 


Appointments 
1926, the Peoples Na- 


tional Fire Insurance Company of Philadelphia 


has appointed Poor & Alexander, Incorporated, 


of Baltimore, general agents, with supervision 
over the entire State of Maryland. 


Charles R. 


have been 


Also effective January 1, 1926, 

Railey & Company of New Orleans 
appointed general agents for the company, with 
State of Louisiana. 
& Company was 


supervision over the entire 

Railey organized some 
months ago and is composed of Charles R. 
Railey, J.. H. Bodenheimer and H. 


All members have long been identified 


3oden- 
heimer. 
with the insurance business in Louisiana and 
have acquired a thorough knowledge of condi- 
tions in the State. 
May Increase Fire Rates in Texas Locally 
Austin, Tex., January 5.—Fire insurance 
rates may be increased by the State Fire In- 
surance Commission in any particular cities or 
localities in Texas that have a bad fire rec- 
ord, without having to order a general in- 
crease in rates over the entire State, it was 
held by the attorney general’s department in 
an opinion written by Assistant Attorney Gen- 
eral R. B. Cousins, Jr., to G. N. Holton, mem- 
ber and secretary of the insurance commission. 


The Insurance Year Book 


I consider The Insurance Year Book, which 
is used daily by this division, a most valuable 
source of information—H. DeCourcy, acting 
chief, Division of Commercial Laws, Depart- 
ment of Commerce, Washington. 

I do not feel that I could speak too highly 
of this valuable set of books, which I real- 
ize have been compiled at great labor and ex- 
pense—J. C. Luning, State treasurer of 
Florida. 
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WISCONSIN TORNADO REFUNDS 


Commissioner W. Stanley Smith Expects 
to Distribute About $400,000 


Mapison, Wis., December 31.—Wisconsin 
people carrying tornado insurance will get re- 
funds of about $400,000 under the decision by 
Judge E. Ray Stevens of Dane county circuit 
court on Tuesday, Insurance Commissioner W. 
Stanley Smith declared to-day. 
sulted from an insurance commission order 
for lower tornado rates which was taken to 
the courts by the companies, where it has been 
pending for more than three years. The re- 
duced tornado rates do no: apply to farm rates. 

“Under the law, ‘in the event of final deter- 
mination against any insurer, any overcharge 
made during the pendency of such proceed- 
ings shall be refunded to the person or per- 
sons entitled thereto,’ and while this decision 
will bring about the return of this overcharge, 
it is of great importance that the power of the 
Commissioner of Insurance to review and regu- 
late rates has been sustained,’ Commissioner 
Smith said. 

“My insistence for an early determination 
of the matter was not only to save the insurers 
the continuing additional outlay, but also to 
save the companies and their agents the addi- 
tional labor and annoyances that a refund en- 
tails. This case, too, is another illustration of 
the need for revision of our insurance laws so 
that the service of the insurance department 
may be exercised in a more prompt and effec- 
tive manner, with less resort to the courts for 
interpretation of the administrative powers of 
the Commissioner. 


The case re- 


Brokers Association 

The name of the new brokers’ association, 
located at 177 William street, New York city, 
has been revised and will be known as the 
General Brokers Association of the Metro- 
politan District, Inc. The association will hold 
its next meeting, January 13, at 8 p. m., in 
the Fisk building (room 614), New York city, 
and every member is pledged to bring in a 
minimum of ten new paid members by thai 
time. Dues are $5.00 annually and every 
licensed insurance broker in good standing is 
eligible for membership. 

Incorporation papers have been signed by 
Thomas W. Meacham, T. Franklin Hogan, 
Herman A. Bayern, William L. Hooks, Joseph 
Gladstone, Robert M Keleher, J. S. Hirsh, 
Daniel T. McEnerney, Charles A. Rogers, John 
J. Kemp, Harry Broadman, Arthur Arnow, 
Fred Pfister, Julius Margolis and Jacob J. 
Klausner. 

Heavy Loss Ratio in Virginia 

RicuMmonp, Va., January 2—The loss ratio 
in Virginia for 1925 will exceed 100 per cent, 
according to well-informed fire insurance men. 
Two disastrous fires during the last month 
of the year, that which destroyed the plant of 
the Continental Leather Company, at Elkton, 
and a blaze which swept South Boston, will 
swell the losses by nearly one million dollars, 
most of it falling on the stock companies. 
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The interest displayed by many financial 
and business houses in statistics showing the 
condition and progress of fire insurance com- 
panies has been demonstrated by numerous let- 
ters from business concerns which annually 
purchase the Fire Insurance Policyholders 
Pocket Index, some of which letters have been 
published in THe Spectator. 

The list of subscribers to that publication in- 
cludes railroads, national banks, savings banks, 


private bankers and stock brokers, manufac. 
trust companies, building and loan associations, 
turers, contractors, lawyers, merchants, mort- 
gage companies, auditors, investment compa- 
nies, general publishers, public officials, credit- 
rating institutions, and many other important 
businesses. 

It has been the custom of many fire insur- 
ance companies, agents, general agents and 
brokers to broadly distribute the Fire Insur- 
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May 14, 1925 


Mr. Arthur L. J. Smith,- Pres., 


The Spectator Company, 
135 William Street, 
New York City. 


Dear Sir:- 


I am pleased to acknowledge receipt of 
your letter of May 135th, enclosing copy of the 


Spectator. 


In connection with the usefulness of the 
Spectator, we are constantly using it to check 
up Fire Insursmce companies whose stocks we usually 


trade in. 


In my estimation the FIRE INDEX affords 
statistical information on insurance companies in 
the most convenient and desirable form. 


Very truly yours, 


WG :MS 
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Raise in Kansas Hail Rates Asked 

ToreKA, Kan., January 4.—The stock fire 
companies writing hail insurance in Kansas 
have filed the 1926 schedule of hail insurance 
rates. The experience of the companies has 
been so bad during the last three or four 
years that the companies have submitted some 
large increases in rates and the creation of 
an entirely new zone in which will be charged 
the highest rates ever collected for hail insur- 
ance in the State. 

The new schedule proposes to raise all of 
the Eastern one-third of Kansas from the 2 
per cent to the 3 per cent zone. Then there 
are some twelve or fifteen counties in Central 
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Kansas which are to be transferred to the 
next higher zone. Then there is to be carved 
out of the present 10 per cent zone in West- 
ern Kansas a new zone comprising twelve 
counties in the extreme southwest corner of 
the State where the new rate is to be 12 per 
cent. 


Becomes Assistant Secretary of National 
Union 

J. F. Guinness became assistant secretary of 

the National Union Fire at Pittsburgh the 

first of the year, having resigned his position 

as superintendent of agencies of the Svea, as 

of December 31. Mr. Guinness has had a wide 
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ance Policyholders’ Pocket Index so as to reach 
thousands of their customers. This is a wise 
proceeding, and if all companies could be per- 
suaded to act in concert in furthering the dis- 
tribution of the Fire Index, the best interests 
of insurance would be advanced. Leading un- 
derwriters have long held the opinion that the 
public should be more fully informed as to the 
small profit margin in fire underwriting and 
the facts are shown in the Fire Index. The 


JOHN SHERWIN 

CHAIRMAN OF BOARO 
JR NUTT SEN‘oR 
Present 


GEORGE A COULTON 
PRESIDENT 





interest of the public in the standing of fire 
insurance companies is evidenced by many let- 
ters, which The Spectator Company has on 
file, from policyholders who appreciate the 
value of the Fire Index as a work of reference 
and testify to their use of it in the conducting 
of their business. Many of these letters have 
been printed from time to time in THE SPEcTA- 
Tor during the past several months. Two 
more of them are presented below. 


EXECUTIVE MANAGERS 
JR KRAUS WwW M BALOWIN 
Vice Prestpentr VICE PeesioenT 


C L BRADLEY 
Vice PREsDENT 


THE UNION TRUST COMPANY 


CLEVELAND, OHIO 


Yay 15, 1925. 


KUNOLY ADORESS REPLY TO 
THE WRITER AT 
UNION TRUST BLOG 
EUCLIO-€ NINTH- CHESTE# 


Mr. Artmr L. J. Smith, Pres., 


The Spectator Company, 
135 Williem St., 
New York, N. Y. 


Dear Sir: 


Our Credit Department has handed us your letter 


of Way 13th. 


The Statistical Department has found your Pocket 
Index covering Fire Insurance, as well as the ones for Life 
and Casualty Insurance, very helpful in answering the 
numerous inquiries received from customers of the bank. 


Very truly yours, 


CR Ci Mem 


Statistical Department. 








range of experience in the insurance business, 
starting with Weed & Kennedy. He was also 
connected with the County Fire of Philadel- 
phia as suburban special agent, and later the 
Svea as special agent and superintendent of 
He is experienced in underwriting, 
office management and executive work. His 
chief work with the National Union will be 
in the underwriting department. 


agencies. 





New York Field Club Elections 
John S. Currie, special agent of the Automo- 
bile of Hartford, was elected president of the 
Western New York Field Club last week ..at 
the annual election held at the Powers Hotel, 


Rochester. Other officers chosen were: Arthur 
J. Hughes, Phoenix of London, vice-president ; 
W. O. McLelland, Great American, secretary 
and treasurer; executive committee, H. H. 
Porter, Agricultural, chairman; B. H. Hagner, 
Alliance: Harold E. Bross, American Eagle; 
Alan Clayson, and London and 
Globe. 


Liverpool 


Travelers Fire Wrote $1,500,000 in 
Premiums 
The Travelers Fire Insurance Company 
which began business in the spring of 1925, 
wrote paid premiums of over $1,500,000 during 
the remainder of the year. 
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Agents Attack Georgia Tax As Uncon- 

stitutional 

ATLANTA, Ga., January 2—Two hundred 
and twenty-six plaintiffs are party to a suit 
which has been filed in the Fulton superior 
court attacking the validity of the State occu- 
pation tax of $10 per year upon local. insur- 
ance agents and solicitors. 

The act which is under fire was passed at 
the extraordinary session of the legislature in 
19 
19 


S) 


3 and amended at the regular session in 
925. Charges that it is unconstitutional and 
void are made the basis for the injunction pe- 
tiiion, upon Court Judge 
Thomas granted a temporary restraining order 
against William <A. Wright, State Insurance 
Commissioner, and set the case for hearing on 
January 9. 


to 


which Superior 


The law is attacked because there is no 
penalizing or enforcement clause in the amend- 
ment adopted in 1925, requiring the State 
Insurance Commissioner to compel the pay- 
ment of the tax. 

The petition alleges that the act is uncon- 
stitutional because it violates the sections of 
the State constitution providing that no law 
shall contain different matter in the title and 
subject matter and also the section providing 
that all taxes shall be uniform upon the same 
class of subjects. 

If the tax is to be construed as an occupa- 
tion tax, it is not uniform because it is not 
based upon the previous year’s volume of busi- 
ness or the average number of agents engaged 
in the business, the petition asserts. 

The act is described in the petition as an 
exercise of the police powers of the State and 
it is contended that the occupation engaged 
in by the petitioners is not such an occupation 
as justly falls within the police powers of the 
State. 


Palmetto’s Standing in Kansas 


TorpeKA, KaANn., January 4.—The Palmetto 
Fire of Sumter, S. C., which writes the in- 
surance on the new cars sold by the Chrysler 
Sales Corporation, has been advised by Wil- 
liam R. Baker, Kansas Superintendent of In- 
surance, that he is ready to confer with the 
representatives at any time. It has been sug- 
gested that the company would be ready for 
a conference in Kansas about January 20. The 
new plan of the Palmetto Company, submitted 
to the Insurance Commissioners at their Decem- 
ber meeting, complies with the Kansas laws, 
in the view of the attorney-general. However, 
the attorney-general and the Superintendent of 
Insurance, have held that the Palmetto Com- 
pany must pay the taxes and the penalties on 
all the business written in Kansas since July 
1 before they can be admitted for 1926. The 
handling of the business through a local agent, 
the payment of Kansas fees and taxes; the 
writing of the business only on new cars sold 
on instalments, are regarded as_ substantial 
compliance with the Kansas. laws. The pay- 
ment of the taxes-due for the last half of 1925 
and the..penalties..for--doing -business- in -—Kan- 
sas without authority will be required. 
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Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 
January 1, 1925 


Reserve for Unearned Premiums .............. $1,253,552 .74 
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Wm. H. Palmer, President Wm. H. Palmer, Jr., Vice President 

B. C. Lewis, Jr., Secretary Wm. Palmer Hill, Asst. Secretary 


« C. Watson, Treasurer J. M. Leake, General Agent 











FIRE REINSURANCE TREATIES 


Eagle Fire Insurance Company 
New Jersey 


Baltica Insurance Co., Ltd. 
Denmark 


Frankli: W. Fort Thomas B. Donaldson 
18 Washington Place, Newark, N. J. 





And in 1926— 


Fidelity-Phenix, 


During 1926, the 


through its world-wide strength, 
of service to agents and policyholders, its 
departments of underwriting, finance, 
gineering and business development, 


educational advertising, its constant search 


for new 


continue to spread the doctrine of Progress 


throughout its entire 
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NEW YORK SURVEYS 
The Unimportance of the Year. 
too much of a year’s business, a year of life 
or a year of anything. There is, of course, 
in actual time no real line of demarcation be- 
tween December 31 and January 1. For the 
convenience of many things periods of time 
have been adopted and this has had the effect 
of unduly stressing the periods. In connec- 
tion with the insurance business, it is extremely 
important that this be kept in mind. A year’s 
business, good or bad, is of but slight impor- 
tance to the concern that has been in business 
for many years and expects to remain in busi- 
ness for many more. Annual statements, there- 
fore, should always be read in the light of this 
thought and not as they usually are, as though 
a final conclusion had been reached and a 
wholly new beginning must be made. 


—We make 


A Primary Difficulty with the Fire Insur- 
ance Business.—The fire insurance business 
must reform itself and do away with a large 
number of the petty details with which it has 
permitted itself to be surrounded. The adop- 
tion of these details was of some value in 
the early days of the business when, to meet 
the wishes of the insured, a change here, a 
change there, was made, but when this was 
taken over and became an established practice, 
it proved to be quite a different matter, with 
the result that the business now finds itself 
with the increase in the casualty business less 
and less attractive to the agents. Now the 
agent cannot change this very well, but it can 
be changed by those who are in charge of the 
business. There is nothing that would con- 
tribute more to making the business attractive 
to the agents than a study of the rules and 
practices which have grown up, become fast- 
ened upon the business, and have now ceased 
to have any real value to either insured or 
insurer, but are the source of infinite changes, 
increased cost, and a general dissatisfaction 
with the handling of the business. This is 
true, not merely in the department of rating, 
but in the question of forms, endorsements, 
etc. Why not distinguish 1926 by tackling this 
problem as it should be tackled? 

The Arbitration Committee—Will 
work of the arbitration committee of the New 
York Fire Insurance Exchange be of such per- 
manent value that it will establish what is de- 
sired, new standards? It is agreed that there 
is a better tone to the business than there was 
before the appontment of the committee of 
seven and the increased activity of the arbitra- 
tion committee. In the latter case perhaps it 
was not so much an increased activity as it 
was a realization that the powers of the com- 
mittee had not been used as they could ‘be to 
correct errors made by the members. This 


correction of errors is.only. for the purpose of 
maintaining the ‘principle of equity between all 





the ' 


Viewed in that light the committee 
can never be too active, but the real test of its 


members. 


work will be that, having established the prin- 
ciple, it will be accepted by the Street and 
the business governed accordingly. 


BOSTON AND VICINITY 

Arthur Gates Dead.—Arthur FE. Gates, one 
of the most active figures in the insurance fra- 
ternity of this city, died on January 1. Mr. 
Gates was Boston manager for the Travelers, 
which office he held for the past thirteen years. 
Mr. Gates began his insurance career at 13 
and later went with the Boston 
Advertiser, working in its advertising depart- 
ment. His association with the Travelers dated 
from 1899 when he went with the company as 
an assistant cashier of the Boston office. He 
worked up through the various departments 
until 1914, when he was appointed manager of 
the branch. 





seven vears 


Becomes Exchange Secretary. — Ralph 
Sweetland, formerly assistant secretary of the 
New England Insurance Exchange, assumed his 
duties January 1 as secretary of that organ- 
ization, succeeding C. M. Goddard, who retired 
through resignation after 35 years of service 
in the position. Mr. Sweetland became asso- 
ciated with the Exchange in 1894 as an elec- 
trical inspector and has been electrical engineer, 
engineer in charge of the improved risk de- 
partment, and assistant secretary. He is well 
and favorably known in the insurance district. 

Wants Reprisal Measure.—A bill has been 
filed in the Massachusetts Legislature by Sen- 
ator William I. Hennessey of Boston which 
would direct the Commissioner of Insurance 
to compile for the legislature a list of British 
insurance companies doing business in Massa- 
chusetts and the total amount paid in pre- 
miums to these companies in the last five 
years, “in order to enable the people of the 
Commonwealth to take such action as they may 
deem effective by way of reprisal.” When 
he filed his bill Senator Hennessey asserted 
that $700,000,000 a year was being taken from 
this country in excess prices by the British rub- 
ber “monopoly” and declared that press re- 
ports indicate that British interests have 
decided to support a similar Brazilian coffee 
monopoly. 

Changes in Kane-Spiller Agency.—Philip 
J. Kane of Kane-Spiller & Co., of tor Milk 
street, has purchased the interest of H. Allen 
Spiller, Jr., in the corporation. It is also 
announced that the agency as of January 1 
ceased to represent the National Union of 
Pittsburgh, which it had for automobile lines. 
The agency now represents the Standard of 
New York for Massachusetts, writing automo- 
bile lines; the Standard Underwriters, for 
which. it was recently appointed Boston agents: 
the “Presidential Fire and Marine of Chicago,” 
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for Boston and automobile 
the Richmond of 
New York for Boston and the general agency 
of the Maryland Casualty. 

Death of E. L. Aldrich — Edwin L. Aldrich, 
head examiner of the home office of the Boston 
Insurance Company, died here last Sunday fol- 
Mr. Aldrich was 
for a time connected with the old Darling & 
Russell office, becoming associated with the 
Boston in 1900. 


writing fire lines 


lines for Massachusetts; 


lowing a major operation. 


Brokerage Houses Consolidate 


FE. M. Cromwell. & Co., Inc., and Gascoigne, 
Reid & Co., Inc., prominent New York broker- 
age houses, have consolidated under the name 
of Cromwell, Reid & Co., Inc., located at 
51 E. 42d street. The officers of the new brok- 
erage firm are: E. M. Cromwell, president; 
Cornelius J. Reid, vice-president; Frederick 
Kramer, treasurer; Edward P. Grosclaude, 
secretary; B. Kapp, assistant treasurer, and 
M. Slade, assistant secretary. George Gas- 
coigne will stay with the new company as a 
special member. He is well known as a real 
estate operator. 


It's bound to be happy 

‘or our present agents 
—and they know it— 
because they have 
found the backing 
and service of THE 
WORLD Fire and 
Marine Insurance Co. 
very helpful in getting 
and holding business. 


And as for the many 
new agents who will 
jon THE WORLD 
during the coming 
year . . . webid you 
earty welcome. 


f THE WORLD offers 
good agents exclusive ff 
territory, business get- 
ting assiftance, up-to- 
date agency literature, 
and all brokerage busi- 
ness in their territory. 
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NEW (FOURTH) EDITION 


Inheritance Taxation 


Completely Revised and Rearranged 


A Talking Proposition 
for Life Insurance 


The fourth edition of Gleason & Otis on Inheritance Taxation 
has just been published, treating of the Inheritance Tax Laws, 
State and Federal, and also of the Federal Gift Tax. 


PLAN OF THE FOURTH EDITION 


In the new edition, the whole scheme of the book 
has been altered, and the fourth edition is divided 
into four distinct parts, as follows: 


I. The Federal statute, with digest of decisions, pro- 
cedure, rules and regulations, and forms. 

II. A general treatise, subdivided into 24 chapters, . 
which undertakes to classify and analyze the law 
of the entire subject, with citations from every 
state and a theoretical discussion of the many and 
intricate problems involved. 

III, The New York statute, forms, rules and regula- 
tions, and procedure, rendered necessary by the 
fact that the New York decisions equal in number 
all other jurisdictions combined. 

IV. The statutes of all the other states, alphabetically 
arranged. 


Chapter VIII of the general treatise deals with the subject of 
life insurance, concerning which it says, in part: ‘‘Life insurance 
has become important in inheritance taxation from a peculiar 
angle. Its non-taxability as a contract taking effect at death 
when payable to a beneficiary and not to the estate is reviewed 
at length.” 


Life Insurance and Inheritance Taxation 


Insurance to cover the inheritance tax provides a means for 
paying the tax due on any estate without sacrificing any part of 
the estate by a forced sale in an unfavorable market. ‘To that 
extent insurance of the inheritance tax assists the Government 
and State authorities in collecting the tax due promptly. 

Therefore Life Insurance and Inheritance Taxation is prov- 
ing a very vital question with Insurance Agents, and this new 
edition of Gleason & Otis on Inheritance Taxation ought_to 
have a large sale in the insurance field. 

Life insurance is treated in this new volume under the follow- 
ing subtitles: Not Generally Taxable; The Federal Statute; 
Rulings by the State Courts; Nature of the Contract; No Title 
to Fund in Assured; The Insurance Company Pays the Taxes; 
Proceeds Taxable as Inheritance when Payable to Estate; 
Where Payable to Beneficiary not Taxable; Construction of 
Policies; Statutory Provisions. 

Every estate of over $50,000 must pay a Federal tax and 
every estate must pay a tax in the State of domicile, in almost 
every State. 

whauges Since Previous Edition 

38 States and the Federal Government have changed their 
laws since the last previous edition was issued. 

There was quite a wide sale of earlier editions of this book 
among insurance men. 

The new edition is a modern, conypcie and exhaustive 
treatise on the problems arising from graded inheritance tax- 
ation rates, non-resident estates and conflicting jurisdictions. 


One Volume, over 1500 pages, bound in Buckram 
Price per copy, $15.00 


THE SPECTATOR COMPANY 
Selling Agents 
CHICAGO NEW YORK 














The Royal Union Life 


Insurance Company 


Des Moines, Iowa 


STRONG AND PROGRESSIVE 


PAID TO POLICYHOLDERS— 
Over $19,000,000.00 


INSURANCE IN FORCE— 
Over $138,000,000.00 


A. C. Tucker, President 
D. C. Costello, Secretary Wm. Koch, Vice-Pres. 














DETROIT FIDELITY AND 
SURETY COMPANY 


Home Office, Detroit, Michigan 
HOMER H. McKEE, President 











Capital and Surplus Over $3,000,000.00 





FIDELITY AND SURETY BONDS 
EXCLUSIVELY 





Valuable Agency Territory Available 





CORRESPONDENCE SOLICITED 
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LIFE 


Time held not to be of the essence in 
furnishing proof of insured’s total disability. 
Where company denies liability before a 
reasonable time to furnish proof of disability 
had elapsed, the company is liable. 

The policy provided that after it had been 
in full force for one year and before default 
in the payment of any subsequent premium, if 
the company receives proof that the insured 
has become wholly and permanently disabled, 
the company will thereafter waive payment of 
each premium during the period of insured’s 
said disability. 

The first premium was duly paid and the 
second fell due on June 27, 1923. On July 
13, 1923, the insured became wholly and perma- 
nently disabled and died in this condition on 
July 30, 1923. At time of death, the period 
of grace of thirty-one days for payment of 
the second year’s premium had expired. Ac- 
cordingly after death, the company denied lia- 
bility on the policy. 

Held, that it would be a very unreasonable 
construction of the contract to compel the in- 
sured to present proofs of total disability be- 
tween July 13 and the date of his death, July 
30. Time is not of the essence in furnishing 
proofs of disability and proofs may be fur- 
nished within a reasonable time. The denial 
of liability after death excused the furnishing 
of proofs then. 

Judgment for administrator of insured 
affirmed. 

Metropolitan Life Ins. Company vs. Carroll 
(Court of. Appeals of Kentucky), 273 S. W. 
Rep. 54. 


BURGLARY 


Verbal waiver by the soliciting agent of 
the insurance company does not bind the 
company. 

Suit was brought by the insured on a burg- 
lary policy in the amount of $5000. The pol- 
icy described the jewelry as located in a pri- 
vate residence at 508 Scott street, Wichita 
Falls, Tex. After issuance of policy plaintiff 
and his wife moved to the Westland Hotel, 
where the theft took place. The policy pro- 
vided against any waiver of conditions except 
by endorsement thereon. 

The insured, however, claimed that he had 
notified the company’s agent of his change of 
residence and that the agent informed his wife 
that it was all right to move the jewelry to the 
hotel and that in the event of loss the company 
would pay the same. 

Held, that the company’s soliciting agent had 
no authority to alter or waive any of the 
provisions of the policy. 

Judgment for the company. 

United States Fidelity and Guaranty Co. vs. 


Tnseuranee LDeeleion& 


By Joseph @. Seller of the New York Bar 


Taylor (Court of Civ. Appeals of Texas), 273 
S. W. Rep. 320. 
FIRE 

False statements by assured as to condi- 
tion and model of cars insured, held no 
defense to action. 

Action was brought on two insurance poli- 
cies one for $1050 covering a Chalmers car 
and the other for $1875 covering a Packard 
touring car. Both cars were destroyed by fire. 
The insurer clainred that at the time the poli- 
cies were issued the assured represented that 
the Chalmer’s car was new and that the Pack- 
ard car was a 1920 model. It appeared that the 
Chalmers car was not new but had been run 
about 400 miles and that the Packard was a 
1917 model. The company’s agent, however, 
thoroughly examined both cars and knew all 
the facts. The company after discovery of 
these facts by its agent, did not notify the 
plaintiff that it would not be bound by the poli- 
cies. The jury found that the company did 
not, within a reasonable time after discovery 
of the misrepresentations, offer to rescind the 
policies. 

Held, that because of such failure to re- 
scind, the false statements do not constitute a 
sufficient defense to the action. 

Judgment for plaintiffs affirmed. 

Fire Association of Philadelphia vs. Moss 
et al. (Court of Civ. Appeals of Texas), 272 
S. W. Rep. 555. 

THEFT 

Theft insurance; parole evidence is not 
admissible to show knowledge of insurance 
company prior to issuance of policy in 
absence of proof of fraud. 

An action was brought on a policy of theft 
insurance. The answer alleged certain 
breaches of warranties on the part of the in- 
sured with respect to declination by other 
companies and cancellations of prior policies. 
The plaintiff in his reply conceded that these 
warranties were contained in the policies and 
that the facts were not as warranted but 
claimed that prior to the issuance of the poli- 
cies, the true facts were told the defendant’s 
agent and that, accordingly, the defendant its 
estopped from asserting these defenses. 

The defendant contended that no estoppel 
arises, because proof of knowledge by the agent 
would violate the parole evidence rule. 

Held, that proof of knowledge by the agent 
would violate the parole evidence rule and 
such evidence does not constitute a good de- 
fense to the breach of warranty. Proof of 
facts to show fraud on the part of the insur- 
ance company does not violate the parole evi- 
dence rule but the plaintiff does not plead 
fraud. Motion to dismiss the complaint 
granted. 
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Sotz vs. Massachusetts Bonding and Insur- 
ance Company (City Court of New York), 
125 Misc. 708. 


FIRE 


Insurer estopped to set up forfeiture, 
because of nonpayment of premium. 

The insured went to the company’s agent and 
asked for an extension on a premium instal- 
ment until later in the year. The agent said: 
“You just let it go, and I will write in to the 
company and see what they say about it.” 
Afterwards the agent neglected to communicate 
with the company. Held, that the company is 
estopped to set up forfeiture of the policy for 
non-payment of the premium. 

Smith vs. Hartford Fire Ins. Company 
(Springfield Court of Appeals, Missouri), 272 
S. W. Rep. 700. 


LIFE 


Unless answers are fraudulently made, 
policy is not voided. Whether questions 
were actually asked the applicant and were 
understood by him is a question of fact for 
the jury. 

The evidence established that the insured died 
of tuberculosis, that he was suffering from 
this disease and must have known it at time 
of application for policy. The answers of in- 
sured on the application stated that he was 
then employed by Moore & Co., had not been 
attended by a physician within two years and 
had never had tuberculosis. These answers 
were not true and the insurer objected to the 
jury’s finding that these answers were not 
fraudulently made. 

However, there was a question here whether 
the questions were actually propounded to the 
insured and whether he understood them. The 
insured was Polish and his knowledge of Eng- 
lish was limited. If the questions were put to 
insured so rapidly that he could not under- 
stand them, or if there was no willful falsity 
the insured may recover. Rule to show cause 
discharged and judgment for plaintiff affirmed. 

Woynarowski vs. Metropolitan Life Ins. 
Co. (1925), Supreme Court of N. J., 130 
Atlant. Rep. 544. : 

Provision requiring notice of assignments 
may be waived and is waived, by bringing 
action of interpleader to determine rights 
between parties. Parole assignment of policy, 
accompanied by delivery, rests in assignee, 
equitable title to the proceeds. 

Provisions in a life insurance policy requir- 
ing that assignments to be binding on the com- 
pany shall be in writing and a copy given to 
the company is solely for insurer’s benefit, and 
is waived by the company’s action in bringing 
an action of interpleader to determine right 
to the proceeds of the policy. 
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LEON IRWIN & CO., Inc., New Orleans, La. 


Representing 
Fidelity Phenix Fire United States Fire National Fire of 
of New York of New York Hartford 


——- of Hart- —— Liberty of New Amsterdam 

w Yor Casualty Co. 
Seccard of New oes of Penn. Indemnity | Someone 
Stuyvesant of New of Amerie 


York 
National Union of York 
Pittsburgh BROKERS’ LINES SOLICITED 





COPELAND and COTHRAN 


CONSULTING ACTUARIES 


Southeastern Trust Building‘ 
ATLANTA, GEORGIA 








“25 SPRUCE ST. 

















Actuarial 





GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


NEW YORK 




















et 1865 by David Parks Fackler 
DWARDB.FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 
Consulting Actuaries 


Audits Calculations Consultations 
Examinations Valuations 


50 BROAD STREET NEW YORK 





Conservation Specialists 





The Otis Hann Company, Inc. 
“‘Life Insurance Service’’ 
10 So. La Salle St. Chicago, III. 


References Covering Past 23 Years 


L. A. GLOVER & CO. q 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 























MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


Bar Building, 36 W. 44th St. 
NEW YORK 





JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 
LIFE INSURANCE—Ordinary, Intermediate, 
Group, Industrial and Special Classes 
WORKMEN’S COMPENSATIO 
Expert Advice on Domestic, Seanteal and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
165 BROADWAY NEW YORK CITY 





SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 


























Woodward, Fondiiler and Ryan 
CONSULTING ACTUARIES 


Actuarial, Statistical and Accounting 
Service in All Branches of Insurance and 
for Pension Plans: Office Systems and 
Reorganization. 


75 Fulton Street New York 





E. L. MARSHALL 
CONSULTING ACTUARY 
Hubbell Building 
DES MOINES, IOWA 


Adjuster 


























DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 





T. J. McCOMB 
CONSULTING ACTUARY 


Colcord BIldg., OKLAHOMA CITY, OKLA. 





SANBORN & SLOAN, Ltd. 


AUTOMOBILE INSURANCE 
ADJUSTERS 


Anywhere in Province of Ontario, Canada 


401 ROYAL BANK BLDG., TORONTO, ONT. 























Statisticians 











A. SIGTENHORST, F.A.1.A. 
CONSULTING ACTUARY 


National City Bank Bidg., WACO, TEXAS 


F. M. SPEAKMAN, C. P.A. 
CONSULTING ACTUARY 
BURNS & SPEAKMAN, Certified Public Accountants 


THE BOURSE PHILADELPHIA 

















HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK F. HAIGHT, President 
INDIANAPOLIS 
OMAHA DENVER 


DES MOINES 











ABB LANDIS 
CLARENCE L. ALFORD 


Consulting Actuaries 


INDEPENDENT LIFE BLDG. 
NASHVILLE, TENNESSSE 








Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 
sirable. 
nr] Phone: BEEKMAN 1461 


81 Fulton St. . New York City | 
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A creditor of husband who attaches policy 
possesses no rights superior to those of a puta- 
tive wife under parole assignment. After a 
husband makes a parole assignment of policy 
to wife, he holds the legal title for benefit of 
the wife. 

Parole assignment accompanied by delivery 
of policy rests legal title in the wife to the 
exclusion of creditors of husband. 

Travelers Ins. Co. vs. Mayo (Sup. Ct. of 
Errors of Conn.), 130 Atl. Rep. 379. 

Ogden Brown Joins Western Insurance 
Review 

On January 1, Ogden Brown became secre- 
tary of the Western Insurance Review Com- 
pany, St. Louis, Mo., and editor of the West- 
ern Insurance Review. He is a brother of 
Tarleton Brown, who will continue as presi- 
dent and managing editor. 

Ogden Brown is not new to the insurance 
business as he was formerly a life salesman in 
Denver and later associated with his father, 
the late Garrett Brown, as assistant editor 
and manager of the Insurance Leader of St. 
Louis during 1910-12. 

For the past twelve years he has been con- 
nected with the Webb Publishing Company, 
St. Paul, Minn., publishers of farm periodicals, 
in editorial and advertising capacities. 

He graduated from Dartmouth College in 
1909 with an A. B. degree, and his knowledge 
of the insurance business and general business 
experience makes him an exceptionally desir- 
able addition to the staff of the Western In- 
surance Review. 


Independence Indemnity’s Big Business 

The premium income of the Independence 
Indemnity Company of Philadelphia in 1925 
exceeded $7,000,000—a gain of about $1,800,- 
000 over that of 1924. About $2,200,0c0 of 
the premium income was writ:en in the New 
York metropolitan. district. 


Discuss Unemployment Insurance 
(Concluded from, page 3) 

and Shirt Industry of New York City; Bryce 
M. Stewart, in charge of the insurance fund 
of the Men’s Clothing Industry of Chicago, 
and Dr. Paul Abelson, industrial consultant. 

The experience of unemployment insurance 
in the various seasonal industries was in the 
main the subject of the discussions. Mr. Hill- 
man, whose organization was the instigator of 
the unemployment insurance program, gave a 
clear exposition of the plan and its purpose, 
sketching benefits which have already resulted. 
The purpose of .the plan is to provide unem- 
ployment insurance without demoralization, the 
fund to come out of the wage scale. Already 
Mr. Hillman has. seen an effort at stabilization 
in the various industries as the result of the 
plan and also greater efficiency in industry. 
Dr. Abelson gave his experience in the cloth- 
ing industries, the plan being based on com- 
pulsory earning so that no one gets insurance 
who is not paid for it, and irregular workers 
and establishments are eliminated. 





Governor’s Virginia Mansion Gutted by 
Fire 

RicHMOND, Va., January 4.—The contents 
of the historic governor’s mansion, built by 
President James Monroe, in 1811, were gutted 
by fire, and the building itself seriously dam- 
aged this morning shortly before noon. The 
fire started when Billy Trinkle, small son of 
Governor FE. Lee Trinkle, was playing with a 
sparkler, a Christmas tree in one of the par- 
lors having been ignited by the sparkler. In 
an effort to save her children, Mrs. Trinkle 
was badly burned. She escaped through a sec- 
ond-story window, with the aid of State em- 
ployees who reached the scene before firemen. 
Contents of the mansion, the property of the 
State, were insured for $10,000 with a total 
loss. The building was insured for $40,000, 
with a loss of approximately 70 per cent of 
insurance reported. The insurance was written 
under schedule, placed through a number of 
Richmond local agencies. Among their per- 
ikle lost 
a violin valued at $10,000. No information 


sonal effects, Governor and Mrs. Tri 


is available as to insurance carried by the 

rovernor on his own private property. 

R. T. McKee Joins National Liberty Field 
Force 

Rolf T. McKee of Pittsburgh, Pa., has been 
appointed special agent for Western Pennsyl- 
vania, by the “National Liberty,” as successor 
to William A. Rattelman, who was recently 
promoted to superintendent of agencies at the 
home office. 

Mr. McKee, who assumes his new position 
Tanuary 15, 1926, is at present special agent 
in the same territory for the “Rhode Island” 
and its affiliated companies, which position he 
has held for about seven years. Prior to his 
“Rhode Island” connection, he had been with 
the Board of Fire Underwriters of Allegheny 
county and the National Union Fire Insurance 
Company at its home office. 

Death of J. Woods Brown 

J. Woods Brown, Eastern department man- 
ager of the Fire Association and affiliated com- 
panies, died on Christmas morning in Jefferson 
Hospital, New York city, following a collapse 
suffered the previous afternoon. Mr. Brown 
was ill some time ago but returned to work 
three weeks ago. His collapse came at a 
Chris:mas party given by J. W. Cochran, presi- 
dent of the company, to the executives and 
employees. 

Mr. Brown joined the Fire Association about 
twenty years ago as a special agent in the 
Eastern department, later becoming manager in 
that department. He was previously special 
agent of the old Merchants of Newark for the 
Middle department, and deputy Insurance ‘Com- 
missioner under Governor Pattison of Penn- 
sylvania. He was a Princeton graduate. He 
was also a director of the First Penny Sav- 
ings Bank of Milton, a trustee of the First 
Penny Savings Bank of Philadelphia, and a 
member of the hoard of directors of the Wan- 
amaker Institute. 


Charles B. Petrie Married 

Announcement has been received of the mar- 
riage of Charles Barker Petrie to Marian Scott 
Sickles, the ceremony having been performed 
New Year’s Eve. Mr. Petrie:is well known to 
insurance men as a writer and artist. He has 
frequently contributed to THE SpEcTAToR, and 
at one time drew a number of cartoons which 
were presented in these pages. Mr. Petrie is 
now connected with the art staff of the New 
York World. 

Resigns Metropolitan Casualty Agency 

Boston, Mass., January 4.—R. S. Hoffman 
& Co. of Boston have announced their resigna- 
tion to take effect as of December 31, from 


the Boston general agency of the Metropolitan 
Casualty Company. The business of the 


Metropolitan will be handled through its re- 


cently established branch office under the man- 
agement of Harry E. Moore. 


Industrial Policies in Force 

Reports by the industrial “insurance compa- 
nies to the Department of Commerce show that 
on December 26, 1925, there were 62,446,446 
industrial policies in force, against 57,980,043 
a year earlier, and that the annual rate of 
death claims per 1000 policies in force was 
last year 8.1, against 8.0 in the previous year. 


—The New York Indemnity Cémpany has opened 


a branch office in Los Angeles. 





PERSONAL ITEMS 





Edward R. Hardy, assistant manager of the 
New York. Fire Insurance Exchange, secre- 
tary of the Insurance Institute of America, 
author of “The Making of the Fire Insurance 
Rate,” soon to be published by The. Spectator 
Company, and professor of insurance at: Col- 
umbia University, sent..aut. what was probably 
the most unique Christmas card received in 
these offices. It contained a.poem of consider- 
able length, entitled “Do You Believe in Santa 
Claus ?’’, composed by Mr. ‘Hardy. It is inter- 
esting and amusing, as well as proving to the 
reader that, “Of course you believe in Santa 
Claus.” 

R. L. Daniel, Insurance Commissioner of ; 
Texas, his wife and. two daughters, were all 
painfully bruised and received cuts from 
broken glass*-when their car’ turned over into 
a ditch on the highway near Paris, Tex. The 
family had been on -a Christmas visit to ‘the 
old home at Clarksville and had started on the 
return .trip-when a flat tire catised the acci- 
dent. They were taken to a hospital at Paris, 
where they received medical attention and it 
was learned that none of the injuries were 
serious. 

George Kuhns, president of the Bankers Life 
of Des Moines, Ia., is receiving the sympathy 
of his insurance friends in his serious illness. 
He has been a patient in the Methodist hos- 
pital in this city for the past ten days and his 
family and friends have been greatly con- 
cerned over the bulletins issued from the sick 
room by his physician. He took down first 
with influenza which developed into pneumonia 
and this was aggravated by an infection of 
the nose. He is still a very sick man, but his 
friends are encouraged by the report that a 
slight improvement is noticeable. 
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Bi ly Premium plan. 





oOo. G L. BUILDING 
Same Rates for Males and Females. 


Double Indemnity and Monthly Disability Income features for | 


Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Ill., Ia., 
Kans., Md., Mich., Minn., N. M., Okla., S. D., W. Va. : QUINCY ST. 


THE OLD COLONY LIFE INSURANCE COMPANY 


of CHICAGO, ILL. 


B. R. NUESKE, President 


he Company has ts Home Office in its own building at 166 W. Jackson Blvd. running through 


A Wider Field— 
An Increased Opportunity Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 


Participating and Non-Participating Policies. 
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Quincy and Wells Street, right in the heart of Chicago’s Financial District. 












































Now Licensed in Tennessee 


Men capable of building a 
strong agency organization are 
offered a real opportunity. 


Four Popular Selling Policies 
Which Meet All Competition 


The state will be divided into 
about four districts radiating from 
the following cities: 


MEMPHIS KNOXVILLE 
NASHVILLE CHATTANOOGA 


If preferred, territory can be 
arranged close to home. 

Write Home Office for particu- 
lars. 


National Life Association 
DES MOINES, IOWA. 
































THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York 
has a record of EIGHTY-TWO YEARS of prosper- 
ous and successful business. It has passed through 
panics, pestilence and wars unharmed, and today, 
as a result of eight decades of endeavor, offers financial 
strength, reputation, magnitude, leadership, and life 
insurance service. 


Those considering life insurance as 
a profession are invited to apply to 





The Mutual Life InsuranceCo. 
of New York 


34 Nassau Street New York 
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Side Lights on Pay Roll Deducticn 


By W. L. WiruHoite 


Superintendent of Agencies, 


Can you imagine anything that would inter- 
est the employees more than to know that they 
would join in with the head mén in a plan of 
protection they themselves thought wise? 

Is there anything the employer could do 
that would be more beneficial than to enable 
his employees to save the small monthly de- 
posits in a plan of protection that would cre- 
ate for them an estate if they lived? 

Would nat both the employer and the em- 
ployee appreciate the value of the policy that 
could be continued if the employee left the ser- 
vice of his present employer? 

This is not temporary insurance while con- 
nected with one definite institution, nor is it 
a monthly charge against the employee that 
no value at the end of vears of 
faithful service or if forced to make a change 


Lives long 


in his life’s work. 
Is there anything fairer for the man who 
wishes such estate building and family pro- 


tection than is offered in this? 

Bear in mind no employer would look with 
disfavor on having his own account charged 
with the convenient monthly premium on a pol- 
icy, even in the amount of $25,000 on his own 


life. 


RECENT EXPERIENCE 
On the dining car of a train into Memphis 
T had lunch with a man at the head of a large 
and insurance agency. They 
I was surprised 


real estate, loan 
are, in fact, private bankers. 
to hear him say that he had the head of each 
department insured for $10,000, payable to his 
firm, the premiums on which the firm paid 
and charged to their expense account. He said 
he wanted some compensation for loss in any 
department the head of which should die. 


Eastern Division, 


Reliance Life Insurance Company 


The conversation occurred around Septem- 
ber 15. 

The fifth of October the head of one of his 
departments died from pneumonia. 

The successful man at the head of a suc- 
cessful business with definite and well defined 
ideas was right. 

Many institutions never thought of this and 
may at first glance say it is a selling scheme. 
But the question is—Isn’t it a plain business 
matter worthy of thought? 

Otp EmPLoyrEs 

The head of the Welfare Department of an 
old established firm employing eighteen hun- 
dred people said last week that there were em- 
ployees far up in years who had others work- 
ing under them whose departments were drag- 
ging because of old ideas and lack of proper 
influence on the part of the old employee upon 
active members of his department. 

Picture vourself at the head of a well-estab- 
lished institution with an employee reaching 
his davs of inefficiency after long years of 
loval and faithful Had you fifteen 
years ago assisted him in building up the onlv 
means 


service. 


had created by 
which could be 


estate and savings he 


of a policy with each value 
realized on as an endowment at age sixty-five, 
you could let him cash in 


do you not think 


his endowment and say to him that vou had 
protected his family in case of his death and 
living 
and 
accepting an advisory 


had arranged to endow him in case 
that you wanted him 


it in his old age, 


to take this money 
enjoy 
position and remain with the firm and realize 
in this tangible way the insti‘ution’s 


tion of his years of service? 


apprecia- 


There are business institutions that have done 


this on a large scale. The steel corporation 


and many institutions employing large numbers 
of men are building up estates in this or a 
similar manner. The payments on the poli- 
cies for the individuals are a bonus to those 
of long and faithful service. 

When you realize that the employer and the 
employee can have his policy issued so as to 
pay the beneficiary a monthly income at the 
insured’s death, you begin to grasp the big- 
ness of the opportunity offered you through 
this plan. 

Each policy for each buyer of each group 
has everything offered to any buyer by any 
company under any policy. 

It is an idea worth presenting to the mast 
successful and largest institutions in your com- 
munity and worthy of consideration; the larger 
the number of employees, the more so. 


Prospecting for Business Insurance 
Sr. Lovts, Mo., December 31.—R. C. Ellis, 
for the Continental Life of St. 
has found busi- 


general agent 
Louis, Mo., at Topeka, Kan., 
ness insurance a very profitable field to culti- 
vate and his business is showing such a steady 
growth he plans to increase 
his production to $1,000,000 during 1926. 

In seeking clients for the sale of business in- 


and substantial 


surance Mr. Ellis sends out a form question- 
naire to business both large and small, 
and betwixt and between, which outlines briefly 
status and the insurance pro- 


men, 
their business 
tection carried. 

Approximately 10 per cent sign and return 
the questionnaire to which Mr. Ellis has at- 
tached small pencils for the convenience of the 
prospect. The in response 
to his queries and form letters outlining the 
needs for and benefits of insurance 
has helped Mr. Ellis to close many cases. 

In analyzing a business man’s insurance needs 
Mr. Ellis gets a line on the quick liabilities 
and the quick assets available to meet same. 
He then figures on profits for a period of re- 


answers received 


business 
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habilitation should the main cog in the busi- 
ness machine break, etc., and in this way has 
landed some nice business. 

His experience has been that very few busi- 
ness men or establishments carry adequate 
business insurance. 


Giving the Boy a Chance 
By WiitrAm T. NasH 

In the new leaflet entitled “Giving the Boy 
a Chance,” that well-known writer, William 
T. Nash, makes a very strong plea to parents 
in behalf of the future welfare of their sons. 
He shows by a logical and effective array of 
facts and figures that education counts for 
much as a factor in success, and urges fathers 
and mothers to make provision for the educa- 
tion of their boys in order to fit them for 
winning success in business or the professions. 

This leaflet is a thoroughly convincing argu- 
ment, and no parent who reads it can avoid 
the conclusion that the lack of education is 
a great handicap in life, and that a good educa- 
tion should be guaranteed to the boy by means 
of life insurance. 

Giving the Boy a Chance is published by 
The Spectator Company, 135 William street, 
New York, and sells at the following prices: 
Sample copy, I5 cents; 50 copies, $4.50; 100 
copies, $800; 500 copies, $32.00; 1000 copies, 
$55.00; 5000 copies, $220.00; 10,000 copies, 
$380.00. ——_____—__—_—— 


—Des Mornes, Iowa, December 31.—The Equi- 
table Life of Iowa has been licensed to do bu > 
in Massachusetts. An agency appointment is expected 


to’. be announced shortly. 
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Sell More Insurance by Asking Fewer Questions 


By Frank H. Wititams 


The old-time life insurance salesman was 
chinning with a couple of his friends recently 
and the talk veered around to the question of 
obtaining information from the prospect re- 
garding the amount of insurance he carries and 
his earning capacity, etc. 

“Tt has always seemed to me,” said the old 
time insurance salesman, “that there’s alto- 
gether too much emphasis placed by many life 
insurance salesmen on this proposition of ob- 
taining complete information from the prospect 
as to the insurance he carries and the amounts 
he has with various companies and all that sort 
of thing. 

“It is supposed to be a great help to the in- 
surance salesman to know all this sort of stuff 
about the prospect. Put when you come right 
down to it, is this information worth the effort 
it takes to get it in about eight or nine cases 
out of every ten? 

“Consider the proposition of selling life in- 
surance to the average prospect. 

“Before the salesman actually tackles the 
prospect he has in his own mind a definite 
figure as to the amount of insurance he wants 
to sell to that individual and that he feels he 
can sell to him. It makes no difference to 
the salesman whether the prospect is carrving 
a large or small line of insurance and it makes 
no difference to the salesman what companies 
the prospect has policies in. The salesman is 
all set in his own mind as to just what insur- 
ance he is going to sell to the prospect and 
just what arguments he is going to use in mak- 
ing the sale. 

“Whenever this is the case it means, there- 
fore, that the time and effort spent by the sales- 
man in asking ques‘ions and in getting answers 
to the questions is just about that much lost 
motion. Because no matter how big a line of 
insurance the prospect says he is carrying the 
salesman is going to try to sell him the cer- 
tain definite amount the salesman has had in 
his mind right from the start. 

“Of course, if the prospect in his answers 
to the salesman’s questions shows that he is 
carrying a smaller line of insurance than the 
salesman had expected, then the salesman will 
try to sell the prospect a greater amount of 
insurance. But it isn’t very often that the 
salesman bumps up against a pleasant experi- 
ence of that sort. It is my experience that, 
generally, the average man nowadays is pretty 
well provided with insurance and it is often 
my experience, too, that the prospect is carry- 
ing much more insurance than I had looked 
for. 

“It seems to me that, in many instances, 
this thing of prying into the insurance situa- 
tion as it obtains with the prospect is just 
a habit. The prospects answers don’t change 
the salesman’s intentions at all and have but 
little effect on his sales talk. 

“So why bother with the questions, especially 
when it is realized that a too great insistence 
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on asking the prospect questions is often a 
distinct hindrance to the salesman in making 


‘sales? 


“I have studied this phase of the life in- 
surance selling game very carefully and I have 
found that in the majority of instances the 
prospect reacts unfavorably when he is asked 
questions about the amount of life insurance he 
is carrying. 

“When the salesman asks a lot of questions 
of the prospect about his life insurance, the 
prospect often reacts to the questions in these 
ways: 

“Tn the first place the prospect feels irritated. 
He feels that it is no business of the life in- 
surance salesman to know how much insurance 
is being carried and that it is no business of 
the life insurance salesman to know what com- 
panies the policies are in. This irritation means 
that the prospect doesn’t feel particularly 
friendly toward the life insurance salesman 
and when the prospect acquires an unfriendly 
attitude toward the life insurance salesman he 
is going to take a positive delight, at times, in 
turning the salesman down. 

“In the second place, the prospect always 
feels an inclination to lie to the insurance 
agent. The prospect feels that if he lies to the 
salesman about the amount of insurance car- 
ried, the salesman will see that there is no 
chance of selling more insurance and so will 
lay off. Consequently the prospect often, I 
find, tells the agent that as much as twice or 
three times as much insurance is being carried 
as is actually being carried. When the pros- 
pect makes this sort of a statement to the sales- 
man the prospect has the best sort of an ex- 
cuse for turning the salesman down. And in 
cases of this sort the salesman is far worse 
off by reason of asking questions than he 
would have been if he hadn’t asked any ques- 
tions at all. 

“In the third place, the asking of questions 
takes up too much of the salesman’s valuable 
time. 

“How long does the average interview with 
a prospect last? I compiled some statistics 
from my own experiences not so very long ago 
and I was absolutely astonished to find that 
when I took into account every interview in 
which I actually tried to sell life insurance, 
that the actual time spent on the average in 
each interview with the prospect amounted to 
less than five minutes per interview! That in- 
cluded the interviews where I had long talks 
of a half an hour or more, too. The majority 
of the interviews, in fact, were of only two 
or three minutes’ or less duration. 

“Now doesn’t it seem rather foolish for the 
life insurance salesman to take a lot of time 
out of each interview for the asking of ques- 
tions which aren’t really so important after all, 
when his interviews are all so short? 

“Couldn’t the time now being spent by many 
salesman in asking questions be much better 
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spent in actual selling? 

“But I find, in talking with various other 
life insurance salesmen about this matter of 
asking questions that there is a very general 
feeling that it is absolutely necessary to get 
some definite knowledge about a prospect be- 
fore trying to make a sale to him. 

“T don’t find that it is necessary at all and 
I’ve sure been hanging up some mighty good 
sales records in the past years. 

“The only things I have to know about a 
prospect are his appearance, because from his 
general appearance I judge whether or not he 
is prosperous enough to buy insurance from 
me; his apparent good health, because, of 
course, I don’t want to waste time talking to 
a prospect who couldn’t pass a_ physical 
examination; and, finally, whether or not he is 
interested in what I have to say. 

“From long experience I can generally tell, 
almost instinctively, which prospects are really 
in a position to buy more insurance or which 
prospects want more insurance or feel that 
they should haye it. And with such prospects 
I work hard, without bothering to find out 
what insurance they already have. 

“It is my policy to let the prospects volun- 
teer information about the amounts of in- 
surance they carry if they want to do so. 

“My line of sales talk is to emphasize with 
all prospects the fact that money nowadays 
goes nowhere near as far as it formerly did 
and that for this reason and for the additional 
reason that their families need more things 
than ever before, they should buy larger sums 
of insurance than they would even have 
dreamed of five years ago. This line of talk 
gets them and is a line which makes it un- 
necessary for me to get any knowledge at all 
as to the amounts of insurance they already 
carry or the companies in which they have 
policies.” 

All of which, it is hoped, will offer worth- 
while ideas and suggestions to other life in- 
surance salesmen which they can use to good 
advantage in their own businesses. 


The Growing Responsibility of the 
Underwriter 


By DeLancey Lewis 

When at times it may seem to you newer 
men in the insurance field that progress is 
slow, think in what position you would be if 
you had decided to take up law or medicine 
as a profession. ‘Consider the extra time in- 
volved in study, the extra living expenses, 
costly books and publications, in order to keep 
abreast of the times. Contrast this picture 
with your present comfortable surroundings at 
absolutely no expense, not even a telephone or 
stationery bill. , 

With these advantages, however, you should 
determine to become an expert, preferably a 
specialist, on some form of insurance, corppora- 
tion or inheritance tax insurance, or an espe- 
cially efficient analyst. That is more and more 
becoming the solution of the problem of being 
a really successful underwriter. There must 
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Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 
Confidential communication invited from those 
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be involved a definite service and an acknowl- 
edged demand. 

The day is approaching when a busy man of 
affairs will not even talk insurance to an un- 
known solicitor. Start, therefore, at the pres- 
ent time systematically to make your own sub- 
stantial connections and business acquaintances. 
Suppose a man appeared at your door and said, 
“Good morning, Mr. Blank, how would you 
like to give me a little law business this morn- 
ing?” or “Are you all sound or how about 
a neat little surgery to-day?” or again, “Are 
you in need of any dentistry? Could I per- 
suade you to replace that ugly gold filling 
with a really modern porcelain?” The subject 
may involve something you want or need per- 
haps just as truly as your prospect may need 
insurance. The point is, insurance underwrit- 
ing deserves the same position as other pro- 
fessions and, therefore, the employment of an 
agent should rightfully depend on something 
more than mere dogged perseverance, com- 
mendable as that may be in itself. This per- 
sonal relationship should be the result, not of 
any desire to do a favor, but because of a firm 
conviction on the part of the purchaser of in- 
surance, that the underwriter to be employed 
is fully equipped to advise on the important 
points involved. As in the case of drawing a 
will by an attorney, the insured is acting on 
information as to inheritance provisions, etc., 
which will affect his family years hence, and 
must of necessity be strictly reliable. The un- 
derwriter in assuming this responsibility and 
receiving compensation for it, must also stand 
in the position of advising his policyholder 
of any change affecting his interests. Other- 
wise he is a mere commission grabber and will 
naturally be supplanted by the first well in- 
formed underwriter who shows the insured a 
real service resulting from a complete under- 
standing of his business— Pacific Mutual 


’ 


News. 





“Too Busy” 

This is the slogan of some business men. It 
is a poor excuse according to our leaflet, called 
Too Busy. Use this leaflet with your business 
card, and you will politely and effectively grip 
the attention of the “Too Busy” man. Send 10 
cents for a sample copy to THE SPECTATOR, 135 
William street, New York. 
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A First Course in Statistical Method 

Under the above title a book of 358 pages 
has been written by G. Irving Gavett, assistant 
professor of mathematics, University of Wash- 
ington, and issued by the McGraw-Hill Book 
Company, Inc. The book is an outgrowth of 
actual teaching experience in a course in sta- 
tistical method, with a large number of students 
in the classroom and laboratory, covering a 
period of ten years. The purpose of the book 
is to serve as a text for a foundation course 
in statistical method for the different depart- 
ments interested, including mathematics, busi- 
ness administration, etc. After taking this 
course the student is prepared to take up the 
more purely mathematical pursuit of the 
theory of probability and its application to sta- 
tistics. No advance mathematics is necessary 
for a satisfactory reading of the text. For 
the student unfamiliar with the idea of Deri- 
vatives, a simple explanation satisfactory for 
the purpose desired is given in an appendix. 
The exercises and illustrative examples are 
taken almost entirely from actual data, and 
suggestive exercises are given at the end of 
each chapter. Topics treated include Tabula- 
tion, Frequency Distribution; Graphical Re- 
presentation, Frequency Graphs: Averages; 
Dispersion; Skewness; Probable Error; Curve 
Fitting; Correlation, Regression; Logarithmic 
Graphical Representation; Index Numbers. 
There are also several appendixes dealing with 
Logarithms: Permutations, Combinations, Bi- 
nomial Expansion; Laws of Probability; Deri- 
vatives and Integrals. A First Course in Sta* 
tistical Method may be obtained at $3.50 per 
copy through The Spectator Company. 





Belgian Insurance Work 

Under the title “Guide Pratique de lAs- 
sureur” for 1925, there has been issued a Bel- 
gian work which contains a review of juris- 
prudence in relation to insurance, and also 
contains a directory of insurance companies 
operating in Belgium with data as to their 
officials and business transacted. 
Policyholder or Wallet 


We are in receipt of the four genuine leather 
wallets which we ordered and will say that we 
are well pleased with them. We would ask that 
you kindly forward four more of these by re- 

turn mail—The Bruce Company, Youngstown. 
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Old Policyholders 


It is a well reognized fact that the men 
who are already insured are the best “pros- 
pects” for new insurance. But the agent who 
goes to such a man and bluntly offers him addi- 
tional insurance is likely to be turned down. 
What he needs is a good “entering wedge”’— 
some introductory statement that will arrest 
attention and awaken interest. Income insur- 
ance gives him such an opening. He can go 
to a man who carries insurance in his com- 
pany, or in other companies, and say, “I haven't 
called to serve you. If at any time you want 
additional insurance send for me and I'll ob- 
tain it for you. My object in calling to-day is 
to see if I can’t be of benefit to the person or 
persons for whose protection you have taken 
your insurance.” 


Proor PosiTIveE 

Let us assume that in a certain case the 
agent, after such an introduction as this, finds 
that the insurance is in favor of the wife and 
that no change is desired. Then he can enlarge 
upon the danger of having the insurance paid 
in a single sum, and the advantage of making 
it payable in the form of a monthly income. 
That will prompt the insured to ask the amount 
of income his insurance will produce—to de- 
termine that a schedule of his policies must 
be prepared (if he carries more than one pol- 
icy). If the income is adequate he may be 
congratulated, and his satisfaction will be so 
great that he may inquire what an additional 
policy would cost. But such cases will be 
rare. Usually the income will be obviously in- 
adequate, and if so the insured will see with- 
out any argument on the part of the agent 
that if he is to gain any practical advantage 
by providing for the payment of his insurance 
on the income basis he must supplement what 
he has by applying for additional insurance. 

Nor should the agent be discouraged if in 
a particular case he accomplishes nothing along 
this line. His time will not have been was‘ed. 
He will have taught his prospective client a 
valuable lesson. He will have given him a 
measuring rod that will have forced him to 
see his insurance needs. The client will be- 
come interested. He will recognize the agent’s 
intelligence. He may refuse to add to his 
insurance holdings there and then, but he will 
be in a receptive mood and may yield to the 
agent’s appeal at a subsequent interview. 


PRACTICE FOR THE INEXPERIENCED AGENT 


Those who are already insured are also 
worth cultivating by the agent who recognizes 
the value of income insurance, but who has 
not as yet learned how to sell it. It will be 
good practice for him to call on such policy- 
holders and suggest their taxing advantage of 
the income option in their policies.* 

Such a course will aid the agent in learning 
the importance of utilizing all the tools with 
which his company has furnished him. Then 





‘ *As already fully explained in Chapter VII, page 
9. 








The accompanying article is extracted 
from the new copyrighted book “In- 
come Insurance for Family Protection,” 
by William Alexander, published by The 
Spectator Company. Mr. Alexander is 
one of the keenest present-day advocates 
of income insurance and has written this 
book as a culmination to his advocacy of 
the plan. An author of many textbooks 
on life insurance, Mr. Alexander is an 
entertaining as well as an authoritative 
writer on this subject. The agent who 
reads his books cannot but follow his 
moods and, having done so, is a well- 
equipped salesman. 

“Income Insurance for Family Protec- 
tion” should be ordered from The Spec- 
tator Company. 











he will cease to be like the foolish carpenter 
who with a chest full of tools tries to do all 
his work with an axe. 

Such an agent can return to each one of his 
own clients, who has taken lump sum insur- 
ance, and can advise him to consider the ad- 
visability of taking advantage of the income 
option in his policy. 


One Way oF UtiLizinc Otp CLIENTS 

Old policyholders are not only good pros- 
pects for new insurance, but are useful to the 
agent in other ways. The following example 
will illustrate that important truth. 

A representative of one of our prominent 
companies says that he goes to an old policy- 
holder and gets him to aid him in placing in- 
surance with a relative or friend whose depend- 
ents may turn to him for aid if left without 
support. Here is the way he talked to one 
of these clients: 

No, I haven’t called to offer you any insur- 
ance. When you want to increase the amount 
you carry send for me and I'll get it for you. 
To-day I have called to render you a special 
service—and I need your co-operation. Let 
me explain: Your son-in-law has a good in- 
come and a promising future. He 1s taking 
good care of your daughter and your graiid- 
children. As long as he lives they will enjoy 
every comfort. But he has not saved anything 
as yet and has no insurance, and accidents 
sometimes happen. Now, if he should die be- 
fore he has accumulated any capital, his widow 
—your daughter—and her children will go 
either to your house or to the poorhouse—and 
it won’t be the poorhouse. Now I intend to 
insure your son-in-law’s life for the benefit 
of his family, and, indirectly for your bene- 
fit, so I want you to put me in touch with 
him and give me your moral support. 

In such a case income insurance should of 


course be recommended. 





A Duty Often NEGLECTED 
When a man applies for life insurance he 
is not likely to consider the manner in which 
the money will be paid to the beneficiary when 
the policy matures unless the agent calls his 
attention to this phase of the transaction. 
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Heretofore agents have been negligent in this 
respect. It is to be hoped that they will be 
more painstaking and efficient in future. 

Note what the National Chamber of Com- 
merce says in this connection: 


At the time a man buys insurance he should 
make provision for the proper care of the 
money when it becomes payable. As the type 
of life insurance sold to a policyholder should 
fit his particular needs, so should the plan for 
distribution of the proceeds be adapted to the 
probable future circumstances of the bene- 
ficiary. 

Agents who have failed to do their duty in 
this regard when securing applications can go 
to their clients at any time, and get them to 
consider the best interests of their beneficiaries 
before it is too late. 


A Strik1nGc INSTANCE 
C. I. Hurst of Nashville tells the following 
story: 


In October I deliyered to a widow a check 
for $20,000, representing a death claim on a 
policy I had written three years before. [ 
tried to persuade this womaf to take option 
3, but failed. In the few months that fol- 
lowed this money was dissipated. I feel that 
I owe her deceased husband an apology for not 
giving him the best service in selling him a 
life income policy. 

On the strength of this case I have written 
$72,000 of life insurance since then. 

If I fail to close my prospect on the first in- 
terview I leave his wife a copy of The House 
of Protection to read. And this booklet I am 
frank to say has closed half of “my cases. 
Any agent will do well to read and re-read this 
valuable document and put it to profitable use. 
It sold me an income policy. 

I have a few marked pages in the two 
copies I use, and refer to these marked pas- 
sages when I leave one of the booklets with 
a man or woman to read. 

I find life income insurance easy to sell. 
It’s something new in most cases. - 

IT use the following as a good argument: 
When a man leaves a life income policy the 
daily financial interests of his home are less 
disturbed, which should be a comfort to any 
man. 

If there are to be stars in the crowns of 
life insurance agents surely most of these are 
reserved for those who write income insurance. 


OsstacLtEs Must Be REMOVED 
Some of the reasons why certain agents place 
little or no income insurance have already been 
touched upon. But there are other obstacles 
that need to be swept out of the way. 


A BLESSING IN DISGUISE 
One of these obstacles might be described 
by an agent as follows: 


Half a loaf is better than no bread. To per- 
suade the average man to apply for all the in- 
surance he needs is usually a difficult task: 
whereas it is easy to induce him to take a 
small policy. Now, if I should ask a client 
whether he would not like to provide a monthly 
income of $1co or $200 for his wife, the sug- 
gestion might attract him. But after he found 
that it would take a large policy to produce 
such an income, he would be unwilling or un- 
able to respond, and his disappointment would 
be so great that he might refuse to take even 
the small policy favored in the beginning. 


While this is a real difficulty it is neverthe- 
less a blessing in disguise. The client whose 
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financial condition is such that he can readily 
afford to provide an adequate income for his 
wife, will, if wisely dealt with, apply for an 
adequate amount when he sees that his object 
can be attained in no other way. In that case 
he may take $50,000 or $100,000 of insurance 
on the income basis, whereas he may have 
started with the idea that $5000 or $10,000 of 
lump sum insurance would supply all his needs. 


DISCRIMINATION ESSENTIAL 

Of course the agent must exercise common 
sense, and must proceed with tactful caution. 
He must not offer this kind of insurance to 
the man who cannot afford to pay for even 
a stnall income policy. And to the man of 
slender means he should not suggest one for a 
large income but should recommend one for a 
moderate amount, explaining that with increas- 
ing resources additional insurance can be taken 
from time to time in the future. 


Bic AND LittLeE PoricieEs 

It is obvious that income insurance can be 
placed most readily with people who can afford 
to take large policies. But the agent who says, 
“I can’t place any income insurance because I 
work exclusively among the poor and those of 
slender resources,” is in error. For even the 
agents who are thus situated will find that 
small income policies can be placed in many 
instances, and that in appropriate cases_ they 
will best meet the needs of such clients. 


One Poticy CANNoT ProvipE For F-very NEEp 

Another agent might say, “I don’t advise a 
client to take his insurance on the income plan 
because cash will be needed as soon as he dies 
to pay outstanding bills, provide for inherit- 
ance taxes, and settle his estate; and if his in- 
surance is payable in the form of an income 
the earliest instalments will be eaten up in 
meeting these obligations, and the family wi'l, 
for the time being at least, have nothing to live 
on.” But the province of income insurance 





A Record of Service 


The year 1925 marks the seventy-fourth 
anniversary of the Massachusetts Mutual 
Life Insurance Company. Ever since 
1851 this Company has furnished unex- 
celled life insurance protection at a low 
net cost and has maintained its record of 
unswerving loyalty to its policyholders. 
The years have brought wonderful 
growth and prosperity. To-day, asin the 
past, the whole personnel of the Com- 
pany is imbued with the spirit of service, 
a spirit that permeates the entire activity 
of the organization. 


JOSEPH C. BEHAN 
Superintendent of Agencies 

Massachusetts Mutual Life 
Insurance Company 


Springfield, Massachusetts 
Organized 1851 
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is not to liquidate outstanding obligations but 
to provide an income for future needs. In 
such a case two policies are requisite; one pay- 
able in cash to clear away outstanding obliga- 
tions, and the other to give future support to 
the family. 


Part CasH 

Another agent might say, “A man of mod- 
erate means will be content with a policy that 
will give his wife a few thousand dollars when 
he dies, but the monthly income that such an 
amount of insurance would produce would be 
altogether inadequate.” In such a case the 
agent should satisfy himself that his client 
can’t afford to provide an adequate life in- 
come for his family. But even then there are 
several ways of avoiding the payment of the 
insurance all at once. Part, for example, may 
be paid in cash, and the rest in instalments ex- 
tending over a veriod of months or years. 

Such an adjustment would be appropriate in 
a case where a widow without business train- 
ing or experience should be forced to go to 
work; for the instalments would provide for 
her while seeking a position or learning a trade. 

Such an adjustment may even be appropriate 
in a case where the wife and children of a 
laboring man work with him for the support 
of the family. Obviously such a man could not 
leave enough insurance to support his family in 
idleness. But he might be able to leave enough 
insurance payable in cash to keep the family 
going while becoming adapted to new condi- 
tions, providing in addition a very small 
monthly income to supplement the earnings of 
the family. Thus the whole would not be 
spent prematurely, and the part continued on 
the income basis would prove a very useful 
addition to the earnings of the family. 


Not ALL aT ONCE 

Anvuther agent might say, “My client has 
confidence in his wife and insists that his in- 
surance shall be paid in cash so that she can 
invest it in accordance with her own judgment.” 
Even in such a case it is a good plan to pro- 
vide tor the payment of a sufficient amount to 
meet immediate needs, stipulating that the rest 
be paid in two or three instalments later on 
in the year. The advantage of this is that a 
distinction would be drawn between the part 
to be spent and the part to be invested, and 
time would be given for careful selection after 
the beneficiary’s recovery from the suffering, 
perplexities, and confusion of the period imme- 
diately following her bereavement. 

There are various adjustments under which 
the payment of a part of the proceeds of a 
policy can be deferred. And the conscientious 
agent should suggest some such settlement 
when he sees that it would be advantageous. 


Wuat Are You SELLING? 

Another obstacle encountered by the inex- 
pert agent is that he may not see clearly exactly 
what it is that he has for sale. If so the fol- 
lowing advice may aid him in changing his 
methods: 

If a real estate agent were trying to sell 
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Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$3,483,201.42 on Deposit with the 
Indiana Insurance Department 


$375,907.67 Surplus Protection to 
Policyholders 


$40,000,000.00 Insurance in force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSB, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


TERRITORY OPEN IN 


INDIANA, OHIO, ILLINOIS, MICHIGA 
ARKANSAS, TENNESSEB, TEXAS A 


A few top notch contracts to Insurance 
Producers with experience, character and 
ability. Address the Company. 











North American 
National Life 
Insurance 


Co. 


Omaha, Nebraska 


Under new management this 
company is making rapid prog- 
ress and is in position to offer 
liberal General Agency Con- 
tracts. Our Disability Clause is 


a wonderful sales closer. 


Address for further informa- 


tion: 


F. J. Uehling, President. 
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NEW POLICY 





Disability Benefits of 
$15.00 per $1,000.00 
Waiver of Premium 


Broader Double 
Indemnity Clause 


Loans at end 
of 2nd year. 


The 


anhattan Life 
Insurance Co. 
of New York 
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a man a house would be show him a deed to 
the property and try to interest him in that, 
or would be show him the house and _ point 
out its desirable features? 

Why, then, if you are offering a life income 
contract,* do you spread the policy out before 
your client and call his attention to its intri- 
cate details? 

What are you trying to sell him? A life in- 
come for his wife? Then that is what you 
ought to offer. The policy is simply a pre- 
liminary agreement telling how the investment 
is to be paid for. The income will not begin 
until this preliminary contract matures. Then 
the company will give the beneficiary a cer- 
tificate, or bond, guaranteeing the payment of 
the income. 

Exhibit this certificate or bond rather than 
the policy. That will aid you in selling the 
income. Otherwise your blunder will be like 
that of a real estate agent who might try to 
sell a deed instead of a house. 





_ *Or any other policy payable in the form of an 
income. 


Actuaries’ Opinions on American Men 
Table 
(Continued from page 4) 

the future. Conditions have now changed, 
however, and it looks at present as if 4 per 
cent could be safely depended upon for a con- 
siderable period in the future. A great many 
companies at the present time base their 
premiums and their reserves upon 3 per 
cent interest, and, of course, their surrender 
values are also based upon 3 per cent interest, 
and excess interest above 3 per cent enters into 
the dividend calculations of the participating 
companies ; some companies, of course, assume 
3% per cent interest. Surrender values of 3 
per cent reserves are, of course, greater than 
surrender values of 3% per cent reserves, and 
large surrender values are items considered as 
quite important by the insuring public. 

I am not suggesting that interest at a higher 
rate than 3% per cent be made permissive for 
reserve purposes, but I do wish to call atten- 
tion to the fact that while there is a large 
margin between the mortality of the American 
Table and the actual mortality now experienced, 
there is also a large margin between the rate 
of interest now earned and the maximum per- 
missible for reserve purposes. 

I fear that while you asked me for my views 
on the subject, I have only pointed out some 
of the most obvious facts which have to be 
taken up in considering this subject. 

Very truly yours, 
Wan. A. HvutTCHESON, 
Second-Vice President and Actuary, Mutual 
Life Insurance Company of New York. 
Nov. 30, 1925. 


[To the Editor of THE Spectator] 

I have your letter asking my opinion as to 
the advisability of making the American Men 
Mortality Table a Permissive Legal Valuation 
Standard. 

Apparently, there should be no objection to 
making any safe table a “Permissive” Valua- 
tion Standard, but my objection to such per- 
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missive standard is two-fold: 

First, comparative gain and loss percentages 
mean something as between companies when 
such companies use the same table, but these 
comparisons would be worthless and mislead. 
ing as between companies operating on differ. 
ent valuation standards. 

Second, if the American Men Table is made 
a permissive standard in some States, it would 
not be long before it would be made compul- 
sory in some or all of the States, and I have 
numerous objections to a compulsory change in 
our valuation basis. These objections are as 
follows: 

First, the increased reserve required under 
the American Men Table would be an undue 
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hardship to some of the younger and weaker 
companies. I say “undue” hardship for the 
following reasons: 

First, because experience has well demon- 
strated the adequacy of the present reserves. 

Second, I feel that the mortality rate at the 
older ages can be kept well below that shown 
by the American Men Table, and hence, the 
curve flattened out so that such additional re- 
serves as this table now requires in excess of 
the present table would not be called for. 

Second, the results shown by the American 
Men Table are already discounted by the non- 
participating companies in computing their 
rates and by the participating companies in 
their dividends, so that a change would mean 
no revision (with the possible exception to be 
noted further on), in gross or net rates to 
policyholders. 

(a) It is claimed that non-participating 
companies could reduce their rates at the young 
ages below the net American 3% per cent pre- 
miums if the new table were adopted. 

This result could just as well be obtained as 
our company is obtaining it. by declaring vol- 
untary dividends or refunds on the present 
non-participating premiums. 

I believe this to be a safer metliod than to 
cut down the small margin of safety now con- 
tained in non-participating rates, in view of 
the uncertainty of future mortality. 

Third, the resulting confusion in State laws 
would be highly objectionable, as it is almost 
too much to hope that all the States, within a 
short time, would change their non-forfeiture 
laws and reserve standards to conform to the 
new basis. 

Fourth, the resulting increase in extended 
insurance values is not desirable. 

Fif:h, the American Men Table is the result 
of an average experience over a limited period 
of time. Some non-participating companies, 
operating largely in certain parts of the coun- 
try, might not be able to maintain the favor- 
able experience of the American Men Table, 
and they would be seriously handicapped in 
competing with non-particinating companies 
selling on net rates based on the American Men 
Table. 

The present non-participating rates are low 
enough for safety and the policyho'der can he 
given the advantage of favorable experience by 
voluntary dividends or refunds. 

Sixth, if new policies had to contain sur- 
render values based on the new table, it would 
be only equitable to grant such values to all 
policies in force, which would mean increased 
cash and extended insurance values, beyond 
those originally allowed for, unless all States 
increased the permitted amount of surrender 
charge. 

Seventh, a change now should logically mean 
another change as soon as a, subseauent inves- 
tigation were made showing a different mor- 
tality experience and we would again face a 
set of conflicting State laws. 


Very truly yours, 
S. Z. RoTHSCHILD, 
Third Vice-President and Actuary, Sun 
Life Insurance Company of America, 
Baltimore, Md. 
November 27, 1925. 





[To the Editor of Tur Spectator] 


The rates of mortality by the American 
Experience Table depart radically from the 
rates of mortality actually being experienced 
to-day, and premiums for life insurance cal- 
culated upon the basis of the American Experi- 
ence Table of Moriality are not a fair meas- 
ure of actual cost. 

No injustice to policyholders need follow 
from using the American Experience Table of 
Mortality in computing premiums for partici- 
pating policies because equitable adjustment 
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can be made among policyholders through the 
allotment of surplus in the shape of dividends. 

The American Experience Table of Mortal- 
ity is not used in the calculation of premiums 
for non-participating policies because it would 
give premiums that would be both unfair and 
impractical. In actual practice modern tables 
of mortality are used in the calculation of non- 
participating premiums. 

It happens that reserves in the aggregate are 
about the same whether calculated by the 
American Experience Table of Mortality or by 
the American Men Table, and the reserves by 
either table are safe and adequate. 

While it is customary to calculate premiums 
for non-participating insurance upon the basis 
of a modern rate of mortality, it is the gen- 
eral practice not to charge as a gross premium 
anything less than the net American 3% per 
cent premium even though a company could 
afford to do so. The reason for this lies in 
the fact that the State laws require in such 
a case a special so-called “deficiency reserve,” 
which is the present value of an annuity of the 
deficiency in premium. An examination of the 
rates charged by non-participating companies 
for life and limited payment life policies shows 
that the actual gross rates they are charging 
at the younger ages are the net American 3% 
per cent rates and, as a matter of fact, they 
could afford to reduce these premium rates. 
They are deterred from doing this because of 
the heavy additional deficiency reserve that 
would be involved. No company, apparently, 
has been willing to lower its premiums below 
the net American 3% per cent and to set aside 
the required deficiency reserve, and very few 
companies would be able to do so in any event 
on account of the heavy temporary drain upon 
surplus that the course would involve. 

That rates for non-participating insurance at 
the younger ages could be somewhat reduced if 
it were not for this artificial restriction needs 
little demonstration. It is demonstrated by the 
fact that the net cost in many participating 
companies at the younger ages is lower even 
in the first year of insurance (taking into ac- 
count the dividend paid) than it is under a 
non-participating policy. 

The adoption of the American Men Table 
as an optional standard of valuation would re- 
move the difficulty. Moreover, in my opinion, 
it would assist the younger company. Most of 
the newer companies value upon the preliminary 
term basis or upon some modification of that 
basis. The preliminary term basis calls for a 
higher net premium, and this means that if the 
company is not able to set aside a deficiency 
reserve, it must, at the younger ages, charge a 
higher premium than the company valuing upon 
the level premium basis. And so the non- 
participating companies valuing upon a prelim- 
inary term basis must charge higher premiums 
at the younger ages than the companies valuing 
upon a level premium basis, even though they 
are just as economically managed and cap 
afford to sell insurance just as cheaply, unless 
they are willing to set aside a deficiency re- 
serve, which they are not. 

It has been argued by some actuaries that 
the use of the American Experience Table of 
Mortality should be continued because it is 
a safe table. The soundness of a company’s 
position depends upon the adequacy of its pre- 
mium rates and the adequacy of its reserves. 

he adoption of the American Men Table will 
reduce premium rates only if companies can 
afford to reduce them. The reserves required 
under the American Men Table are as high, 
or perhaps a trifle higher, than under the Amer- 
ican Experience Table. The argument that 
the American Experience Table is a safer table 
than the American Men Table because it shows 
hicher rates of mortalitv is entirely fallacious. 

Under the laws of most of our States, com- 
panies may use either 3 per cent or 3% per 
cent interest in their valuation. Some com- 
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panies use 3 per cent, and others use 3% per 
cent. Premiums and reserves are very much 
higher under the former rate than under the 
latter. I do not believe that any of the com- 
panies using the 3 per cent rate would advocate 
making that compulsory for all companies. If 
the 3 per cent rate were made compulsory for 
all companies, the non-participating premiums 
would be so high that non-participating insur- 
ance could not be sold, and just in the same 
way, when it is found that the use of the Amer- 
ican Experience Table of Mortality results in 
a rate higher than is necessary at the younger 
ages, the use of an alternative table of mortal- 
ity to correct the situation should be permitted. 
BE. E. CAMMACK, 
Vice-President and Actuary, 7%tna Life 
Insurance Company, Hartford. 


November 27, 1925. 


Trade-Marks and Patents 


Two booklets have recently been issued by 
Richard & Geier, one of which relates to 
Trade-Marks, Trade-Names and Unfair Com- 
petition, and the other to Patents—Law and 
Practice. In the first-named pamphlet, gen- 
eral information is given concerning Trade- 
Marks, valid and invalid, the use of trade- 
names and what is considered unfair competi- 
tion; trade-names that may be registered or 
may not be registered are described and other 
interesting information is presented. The book- 
let relating to patents describes the operation 
of the law as to numerous questions arising 
in connection with patents and patent rights. 


Metropolitan Publications 

Copies of two papers by Louis I. Dublin, 
Ph.D., statistician of the Metropolitan Life 
Insurance Company, presented before the Asso- 
ciation of Life Insurance Medical Directors and 
the Medical Society of the State of New York 
have been published in pamphlet form. The 
titles are “Statistical Aspects of the Problem 
of Organic Heart Disease” and “Anthropo- 
metric and Mortality Tables for Overweights. 
Chest Girth in Relation to Relative Spine 
Length.” “Physical Defects as Revealed by 
Periodic Health Examinations,” by Louis L 
Dublin, Eugene Lyman Fisk and Edwin W. 
Kopf has also heen issued. 
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Montana Life’s New Policy 
The Montana Life Insurance Company has 
issued a new Twenty Payment Life Guaran- 
teed Premium Reduction Policy with the double 
indemnity and disability monthly income fea- 
tures included. The policy is non-participat- 
ing, but is exchangeable for an annual divi- 
dend policy when fully paid-up. The policy 
is very well arranged and presents a pleas- 
ing appearance. 
In the announcement to its field force, the 
company makes the following points: 


Pace ONE 


Change of Plan.—This conforms to the com- 
pany pracce and makes it possible for you 
to guarantee to your prospect that if his in- 
surance needs change he will have liberal 
arrangements for changing the plan of policy. 

The provision for dividends when policy is 
fully paid up has been given a conspicuous 
place. 

: It seemed advisable, in view of the selective 

risk plan and certain court decisions, to change 
the contestable period from one year to two 
years. Note that the policy is “absolutely free 
from conditions and restrictions—after date of 
issue,” etc. 


m PAGE Two 

S Loans to pay premiums” corresponds to 
automatic premium loans” but will not apply 
unless requested. Such request is provided for 
in the new application blanks. 

_ All coupon options and tables will be found 
in the second column. A resumé of options, 
for ready reference, is given in the upper left 
corner of coupon sheet. 


Pace Two-A 
Double indemnity, disability month!y income 
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and other benefits will appear as part of the 
policy. Observe that first payment of disabil- 
ity income is to be made immediately on re- 
ceipt of proof of permanent total disability or 
proof that total disability has continued for 
three months—no waiting period. To take 
care of part of the extra payments the com- 
pany will be called on to pay under this new 
benefit, there has been a slight increase in 
rates therefor. We enclose rate sheet show- 
ing the amount to be added to the “life only” 
and “with D. I. only” premiums shown in the 
ratebook. The disability premium for guar- 
anteed premium reduction policies is the same 
as for the corresponding pure protection poli- 
cies. A new ratebook is in the hands of ihe 
printer and will be ready for distribution in 
about five weeks. 

The double indemnity benefit may be attached 
to the various policies as explained in the 
present ratebook. The new form disability 
benefit takes the place of the T. D. M. The 
disability benefits issued with ordinary life, 
preferred risk, will be the same general form 
and at the rate as heretofore. 


Pace THREE 

The disability benefit providing for the pay- 
ment by the company of premiums on the pol- 
icv is now sold by practically all companies, 
so it was felt this benefit might be given a less 
prominent location than formerly now effec- 
tive, also as to premiums coming due after 
proof of three months’ continuous total dis- 
ability. 

“Insurance to cover loans” may now be ap- 
plied for or renewed up to age 64 inclusive in- 
stead of 50. 

Under “other provisions” have been gathered 
a number of necessary provisions so worded 
as to be clear and fair. 

From a sales point of view, one of the most 
important changes is found in the amplified 


and liberalized methods for payment of death 
benefit (or for the payment of cash or matur- 
ity values of endowments). Options I, 3 and 
4 are similar to old options 1, 2 and 3. Under 
option 2 any fixed amount (say $10 or $25) 
may be paid until the full claim plus interest 
has been paid. All of these options guaran- 
tee 314 per cent interest as heretofore and in 
addition “such amount from interest earnings 
as may be apportioned by the company.” Bear 
in mind that the figures given under option 3 
and 4 include the 3% per cent interest. Under 
option 2, 3 and 4 payments may be arranged 
annually, semi-annually, quarterly or monthly, 
Pace Four 

No change, except in wording, has been 
made in the provisions now found in this page. 
The company’s seal and the signatures appear 
where you would expect them—at the end of 
the contract. 


New York Life’s Greater New York Agents 
Dine 

About 1500 representatives and guests of the 
New York Life were present at the dinner 
of the company’s Greater New York depart- 
ment at the Hotel Astor, New York city, last 
week. Among the speakers were: James A, 
Beha, New York Superintendent of Insurance; 
Lawrence F. Abbott and Frank Presbrey, com- 
pany directors; Thomas A. Buckner, Alfred 
L. Aiken and L. Seton Lindsay, vice-presidents, 
and Chief Medical Director O. H. Rogers, In- 
spector of agencies W. M. Harris presided. 
Representatives who obtained their alloted 
quota in a special six weeks’ drive ending the 
middle of last month were privileged to at- 
tend and about 1200 qualified. 
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In 1924 The Guardian’s Prospect Bureau 
yielded an average profit to fieldmen of 
600% in commissions over their invest- 
In some sections it ran as high 


It is easy to see how the Prospect Bureau 


can be the basis of success. 
It furnishes ‘‘live’’ 


leads in adequate number. It eliminates 


The Prospect Bureau is one reason why 
a good many of the better producers are 
casting their lot with us. 
comer, a general agent, brought with 
him an agency organization of nearly 


Let us tell you the whole story of what 
The Guardian is doing to better the field- 


T. LOUIS HANSEN, Vice President 
THE GUARDIAN LIFE INSURANCF 
COMPANY OF AMERICA 


Founded 1860 under the waws of the State of New York 
NEW YORK 








It shortens 





One new 








MERICAN 
CENTRAL 
LIFE 


Insurance Co. 
INDIANAPOLIS. 


HERBERT M. WOOLLEN 


Es : ab li S hed 





1899 


PRESIDENT 
































